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~ Only a Stone’s Throw 
from Your Back Door 


NATIONAL 








HE route to NATIONAL headquarters for 

a complete line of garage and builders hard- 
ware is not a long nor complicated one. We sup- 
ply you direct and all orders are shipped the same 
day as received. 


Why not investigate our facility to serve you? 
Here at NATIONAL you can purchase the finest 
garage and builders hardware direct from the 
maker at a substantial saving. And our prompt 
shipments further enhance profits by permitting 
you to carry a more complete stock at all times. 


Illustration shows our No. 800 Garage Door Set. 
A very good seller because of its reasonable price. 
It isa hinge set, costs considerably less than hanger 
and rail equipment and gives excellent service. All 
parts are made of steel and very serviceable. Can 
be furnished in any standard finish. 


Let us give you full details about this set—and 
about our facility to better serve you. 


Remember 


When you buy from NATIONAL you 
buy direct at a saving and sell at in- 
creased profit. 


















































National Mfg. Co. 
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Review of Decision Against the Southern Hard- 
ware Jobbers’ Association Ordered 


Judge R. W. Walker of U. S. Circuit Court of Appeals 
for Fifth District Orders Review of Case Insti- 
tuted by Federal Trade Commission 


the United States Circuit Court of Appeals, in 

and for the Fifth District, has recently issued 
an order served upon the Federal Trade Commission 
for a review of the case instituted by that body against 
the Southern Hardware Jobbers’ Association for 
alleged unfair methods of competition in violation of 
Section 5 of an Act of Congress, approved Sept. 26, 
1914, entitled “An act to create a Federal Trade Com- 
mission, to define its powers and duties, and for other 
purposes.” The Court has ordered that the recently 
submitted petition of the Southern Hardware Jobbers’ 
Association to review “be filed and that a copy of same 
be forthwith served upon said Federal Trade Commis- 
sion and that said Federal Trade Commission, upon 
service of such copy, forthwith certify and file in this 


I aon CIRCUIT JUDGE R. W. WALKER of 


The action of Judge Walker follows close upon the 
heels of the decision recently handed down by the 
Federal Trade Commission that the Southern Hard- 
ware Jobbers’ Association together with the Beck & 
Gregg Hardware Company, The Dinkins-Davidson 
Hardware Company, the Crumley-Sharp Hardware 
Company, the King Hardware Company, George E. 
King and John Donnan be required to cease from the 
alleged unfair practices mentioned in the complaint. 
The Southern Hardware Jobbers’ Association together 
with the firms and individuals above mentioned 
through Peter O. Knight, Tampa, Fla., general counsel 
of the association, filed a petition to review the de- 
cision of the Federal Trade Commission before the 
United States Circuit Court of Appeals in and for the 
Fifth Circuit. The petition as submitted by counsel 


To the Honorable Judges of Said Court: 


“Your petitioners, Southern Hard- 
ware Jobbers’ Association, the Beck 
& Gregg Hardware Company, The Din- 
kins-Davidson Hardware Company, the 
Crumley Sharp Hardware Company, 
the King Hardware Company, George 
E. King, and John Donnan, respect- 
fully represent: 

“1. That the Southern Hardware 
Jobbers’ Association is a voluntary, 
unincorporated association, with the 
office of its secretary located in the city 
of Richmond, State of Virginia; that 
the association is composed of approxi- 
mately one hundred and forty-five 
members who deal in hardware, the 
members and the hardware establish- 
ments being located south of the Ohio 
River and between the Potomac and 
the Rio Grande rivers; that the asso- 
ciation is not engaged in any business, 
but it is only what is commonly known 
as a trade organization, the objects 
and purposes of which association be- 
ing fully set forth hereafter. 

“That the Beck & Gregg Hardware 
Company, The Dinkins-Davidson Hard- 
ware Company, the Crumley Sharp 


court a transcript of the record in said case.” 





Hardware Company, and the King 
Hardware Company are all corpora- 
tions engaged in the hardware busi- 
ness, all of them being located in the 
city of Atlanta, Georgia. 

“That George E. King is a citizen of 
Atlanta, Georgia, and is the president 
of the King Hardware Company. 

“That John Donnan is a citizen of 
Richmond, Virginia, and is the secre- 
tary of the Southern Hardware Job- 
bers’ Association. 

“2. That on or about the 28th day 
of May, 1920, the Federal Trade Com- 
mission filed and exhibited its com- 
plaint before the Federal Trade Com- 
mission against all of your petitioners, 
a copy of said complaint, as subse- 
quently amended, being hereto attached, 
marked Exhibit ‘A,’ for identification, 
and prayed to be taken as a part here- 
of, as fully as if incorporated in this 
petitiou. 

“3. Your petitioners further repre- 
sent that on the 7th day of June, 1920, 
the Southern Hardware Jobbers’ Asso- 
ciation filed its separate answer to the 
complaint, a copy of which is attached 
hereto, marked Exhibit ‘B,’ for identi- 
fication, and prayed to be taken as a 
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to review follows: 


part hereof, as fully as if incorporated 
in this petition. 

“That, on the 23rd day of June, 1920, 
the petitioners, Beck & Gregg Hard- 
ware Company, the Dinkins-Davidson 
Hardware Company, the Crumley 
Sharp Hardware .Company, the King 
Hardware Company, and George E. 
King, filed answers as follows: 


“Respondent is unable to admit or 
deny the allegations of fact con- 
tained in paragraph two (2) of the 
complaint for want of sufficient in- 
formation, being without knowledge 
of same. 

“Respondent denies as to it the 
allegations of fact contained in para- 
graph three (3) of the complaint. 
It denies that it conspired and con- 
federated as alleged. It denies that 
it prevented the Association and the 
Company mentioned from obtaining 
hardware, directly or indirectly, as 
alleged. It denies that it boycotted 
or threatened to boycott or used any 
other unlawful means inducing man- 
ufacturers and others to refuse to 
sell their products to said Associa- 
tion and said Company. It denies 
that it informed manufacturers and 
brokers, as alleged, that if they sold 
their products to said Association 
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and said Company, the members of 
the Southern Hardware Jobbers’ As- 
sociation would not thereafter pur- 
chase any of the products of such 
manufacturers. It denies intimi- 
dating any manufacturer of hard- 
ware, and avers that it is without 
knowledge of any manufacturer be- 
ing intimidated, and thereby refus- 
ing to sell its products to said Asso- 
ciation and Company, as alieged. It 
denies that the mz hinery of the 
Southern Hardware Jobbers’ Asso- 
ciation was used by its officers and 
members, including this respondent, 
in bringing about any boycott as 
alleged, or making any alleged boy- 
cott effective. 


Testimony Taken 


“After the filing of the answers 
aforesaid, the Honorable George B. 
McCorkle was appointed by the Fed- 
eral Trade Commission to take gesti- 
mony, and during the months of De- 
cember, 1920, and January, 1921, volu- 
minous testimony was taken both for 
the Federal Trade Commission and the 
petitioners herein; and after the testi- 
mony had been concluded, the examiner 
made an order, on the 30th day of Jan- 
uary, 1921, that the testimony should 
be transcribed as quickly as possible 
and that, within thirty days after the 
completion of the transcribing of the 
testimony, the Commission should file 
its brief and serve a copy thereof upon 
counsel for petitioners and that coun- 
sel for petitioners should have twenty 
days thereafter to file a counter brief. 

“Your petitioners are informed that 
thereafter the Honorable George B. 
McCorkle, as examiner, submitied to 
the Federal Trade Commission his find- 
ings; but neither of the petitioners 
herein nor their counsel have ever been 
served with a copy of said findings, nor 
have they ever had an opportunity of 
reading the same. - 

“That, on the 28rd day of May, 1921, 
notice was sent from Adrien F. Bu- 
sick, acting chief counsel, that the 
case in question was set for oral ar- 
gument at Washington for the 14th 
day of June, 1921, which notice was 
received at the office of counsel for 
petitioners on the 25th day of May, 
1921. 

“That, on the 27th day of May, 1921, 
a letter was sent from Washington by 
Charles Melvin Neff, Esquire, of coun- 
sel for the Federal Trade Commission, 
directed to counsel for petitioners, ad- 
vising them that he had, on that day, 
sent through the docket division a copy 
of the government brief, which letter 
was not received by counsel for peti- 
tioners until the 30th day of May, 1921; 
and on the same day a copy of the 
brief of the Commission was received 
by counsel for your petitioners. That, 
because of the failure of the govern- 
ment to serve a copy of the Commis- 
sion’s brief upon counsel for the peti- 
tioners within thirty days after the 
transcribing of the testimony, and 
fearing that counsel would not have 
an opportunity of preparing a brief 
and then having it printed in time for 
the oral argument, counsel was com- 
pelled to prepare and have his brief 
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printed so as to have the same filed 
with the Commission prior to the oral 
argument, without ever having had an 
opportunity of seeing the findings 
made by the examiner or having an 
opportunity of excepting to the same 
or without having had an opportunity 
of reading any brief of counsel for 
the Commission, all of which was highly 
prejudicial to the rights of your peti- 
tioners. 

“Your petitioners further show that 
on the 14th day of June, 1921, the 
cause was fully argued in Washing- 
ton before the Federal Trade Commis- 
sion by Charles Melvin Neff, counsel 
for the Commission, and Peter O. 
Knight, as counsel for all of the peti- 
tioners herein; and that on the 9th 
day of May, 1922, the Federal Trade 
Commission entered its findings as to 
facts, its conclusions which it drew 
therefrom, and made an order directed 
against all of your petitioners to cease 


und desist, as stated therein, a copy 


of which findings, conclusions, and or- 
der is hereto attached, marked Ex- 
hibit ‘C,’ for identification, and prayed 
to be taken as a part hereof as fully 
as if the same were incorporated 
herein. 


Decree Held Erroneous 


“Your petitioners further represent 
that the said decree and order to cease 
and desist is erroneous and without 
warrant in law, without any founda- 
tion in fact, and ought to be reviewed, 
reversed, and set aside, for many ap- 
parent errors and imperfections, in- 
asmuch as it appears from the record 
in said cause that there was no testi- 
mony whatever to support the allega- 
tions of the complaint, and that no 
unfair method or methods of compe- 
tition in commerce were shown or 
proved against the petitioners, or any 
or either of them, and no proof was 
made in said cause of any unfair 
method or methods of competition in 
commerce by your petitioners; and the 
findings of the Commission and the 
order made thereon are not supported 
by testimony; and there is no evidence 
to support the same. There is not a 
scintilla of evidence that the petition- 
ers, or any or either of them, conspired 
and confederated together with them- 
selves and with others, and particu- 
larly with other members of said 
Southern Hardware Jobbers’ Associa- 
tion, to prevent the Merchants’ Co-op- 
erative Association and the American 
Purchasing Company from obtaining 
from manufacturers and other usual 
sources from which purchasers of hard- 
ware in wholesale quantities must ob- 
tain supplies, either directly or through 
the assistance of the said W. A. Ray 
Hardware Company. There is not a 
scintilla of testimony to show that the 
petitioners, or any or either of them, 
had by boycott and threats of boycott 
and other unlawful means_ induced 
manufacturers and others to refuse to 
sell their products to said Merchants’ 
Co-operative Association and Ameri- 
can Purchasing Company. There is not 
a scintilla of evidence that such manu- 


June 22, 1922 


facturers and their brokers were in- 
formed by petitioners, or any or either 
of them, that if they sold their prod- 
ucts to the said Merchants’ Co-opera- 
tive Association and the American 
Purchasing Company the members of 
said Southern Hardware Jobbers’ As- 
sociation would not thereafter purchase 
any of ‘the products of such manufac- 
turers. Nor is there the _ slightest 
foundation in the testimony for any 
such finding. Nor is there the slightest 
testimony that by means thereof the 
manufacturers of hardware generally 
were intimidated to the extent that they 
thereafter refused to sell their products 
to said Merchants’ Co-operative Asso- 
ciation and American Purchasing Com- 
pany. And there is not a particle of 
testimony that the machinery of said 
Southern Hardware Jobbers’ Associa- 
tion was employed by its officers and 
members in bringing about and making 
effective the boycott, as found by the 
respondent. 


Testimony Held to Be Irrelevant 


“Your petitioners further show that 
nine-tenths of the testimony introduced 
before the examiner, and which was 
introduced over repeated objections of 
counsel for petitioners, is irrelevant and 
immaterial to the issues in this case, 
and that the introduction of such evi- 
dence must have prejudiced the minds 
of the Commissioners in coming to their 
conclusions as to the facts in the case. 
That, in brief, the charge of the Fed- 
eral Trade Commission was that the 
petitioners conspired and confederated 
together for the purpose of preventing 
the Merchants’ Co-operative Associa- 
tion and the American Purchasing 
Company from obtaining supplies from 
manufacturers, all of which was denied 
by all of your petitioners. And this 
was the only issue in the case. A mass 
of testimony was taken wholly imma- 
terial to the issues of the case, with 
reference to the purposes of the organi- 
zation of the Southern Hardware Job- 
bers’ Association and its practices in 
general, all of which was immaterial 
to the issues of this case, the purpose 
of such examination, at great cost and 
expense to your petitioners, being, in 
the belief of petitioners, simply for the 
purpose of ascertaining whether or not 
some other action or proceeding could 
be instituted by the Federal Trade 
Commission against the Southern 
Hardware Jobbers’ Association. But, 
although such testimony was taken, 
covering all of the activities of the 
Southern Hardware Jobbers’ Associa- 
tion from its inception through a pe- 
riod of thirty-two years, up to and until 
the time of the taking of testimony, 
not a single, solitary act could be testi- 
fied to as having been done by the 
Southern Hardware Jobbers’ Associa- 
tion as such, or any of its members 
as such, wherein any rule of law or 
of morals has been violated. That not 
only could no act be shown by the 
Southern Hardware Jobbers’ Associa- 
tion, or any of its members, prejudicial 
to the rights of the Merchants’ Co- 
operative Association or the American 
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Purchasing Company, or by the South- 
ern Hardware Jobbers’ Association or 
any of its members or by the remain- 
ing petitioners in this case, but that 
it was impossible for the Federal Trade 
Commission to prove that any act of 
any kind or character had ever been 
done by any of the petitioners herein 
prejudicial to the rights of anyone, 
and that there is not a particle of testi- 
mony to warrant the conclusions 
reached by the Federal Trade Commis- 
sion or upon which the order in ques- 
tion to cease and desist could be based. 

The testimony shows beyond contro- 
versy that the American Purchasing 
Company and the Merchants’ Co-opera- 
tive Association were simply two 
dummy corporations, organized under 
the laws of the State of Delaware by 
three residents of Delaware, having no 
connection with the company in ques- 
tion, the Merchants’ Co-operative As- 
sociation being organized with an au- 
thorized capital of fifty thousand dol- 
lars, the American Purchasing Com- 
pany being organized with an author- 
ized capital of one hundred thousand 
dollars; but that the articles of in- 
corporation of both organizations au- 
thorized the commencement of business 
by the respective corporations with a 
subscribed capital stock of one thou- 
sand dollars each, and that the said 
amount of one thousand dollars was all 
that was subscribed for of the stock 
of each of said corporations, and by 
the three dummy individuals located in 
Delaware. And there is not a particle 
of testimony that any of the persons 
using the names of the Merchants’ Co- 
operative Association or the Ametican 
Purchasing Company for the purpose 
of doing business ever had anything to 
do with either of the respective cor- 
porations; nor is there a particle of 
testimony that a single, solitary dollar 
of the capital stock of either of said 
corporations was paid in, the testimony 
showing, without any contradiction, 
that F. L. Jeter, the complaining wit- 
ness, of Atlanta, Georgia, was simply 
doing business in Atlanta, Georgia, 
under the name and style of, in one 
corporation, the American Purchasing 
Company, and in the other corporation, 
of the Merchants’ Co-operative Asso- 
ciation; that F. L. Jeter was the Amer- 






Making 





be Hollopeter Hardware Store 
of Fort Wayne, Ind., has a 
rather unique method of displaying 
and selling toys. 

The store does not exhibit its toys 
all in one place but distributes them 
strategically about the store so that 
they will appeal most powerfully to 
people buying certain kinds of goods 
because they harmonize with the use 
which is to be made of the goods. 
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ican Purchasing Company, and that 
F. L. Jeter was the Merchants’ Co- 
operative Association. And there is 
not. a particle of testimony to show 
that the petitioners, or any or either 
of them, ever combined, confederated, 
or conspired together for the purpose 
of preventing him from obtaining goods 
from manufacturers. There is not a 
particle of testimony to connect the 
Beck & Gregg Hardware Company with 
this situation in the slightest, nor to 
connect the Dinkins-Davidson Hard- 
ware Company with this situation in 
the slightest, nor the Southern Hard- 
ware Jobbers’ Association, as such, in 
the slightest. Mr. Ray, the principal 
complaining witness for the Federal 
Trade Commission, testifying positively 
that the Southern Hardware Jobbers’ 
Association, as such, had no connection 
whatever with the transaction from 
beginning to end. The testimony upon 
the whole shows that the controversy, 
if it could be so called, was nothing 
more than one between the King Hard- 
ware Company and the Crumley Sharp 
Hardware Company, upon the one part, 
and Mr. Jeter, doing business under 
the name and style of the American 
Purchasing Company and also doing 
business under the name and style of 


the Merchants’ Co-operative Associa-. 


tion, on the other part; that the contro- 
versy is one that the public is not in- 
terested in and one that the Federal 
Trade Commission has no jurisdiction 
over. 


Order Held to Be Void and 


Unwarranted 


“Your petitioners further show that 
the findings of the Commission and the 
conclusions drawn therefrom could not 
possibly have been made except by 
guesswork, speculation, and suspicion, 
and not by any testimony, direct or in- 
direct, in the case, and that the order 
to cease and desist based thereon is 
wholly void and unwarranted. 

“And your petitioners further show 
that the findings of fact, as before 
stated, and the conclusions drawn 
therefrom, and the order thereon cover 
a multitude of things not in issue in 
the case, and that the Federal Trade 
Commission was without authority to 
make any findings except as to the 





Fort Wayne, Ind., Store Adopts 
Unusual Display Methods 


For instance, with lawn mowers 
the store exhibits kiddie coasters and 
velocipedes. These products are re- 
lated, because lawn mowers and kid- 
die coasters are designed for use out- 
doors, so that a man who is buying a 
lawn mower is, naturally, much more 
in a mood to buy a velocipede for his 
youngster than a man who is pur- 
chasing a stove or a vacuum cleaner 
or a washing machine. 


Different Displays Harmonize 
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issue, or to make any order except as 
to the issues in the case; and that, 
because of the aforesaid, the order is 
vague, indefinite, impossible for the 
Southern Hardware Jobbers’ Associa- 
tion, as an association, to understand 
or to comply with, and one that, under 
the law, it is not compelled to comply 
with, for many reasons appearing upon 
the face of the findings and the con- 
clusions deducted therefrom. There 
was no evidence whatever to warrant 
any order under the issues in the case 
adverse to your petitioners or any or 
either of them. As a matter of law, 
under the evidence appearing both for 
the Federal Trade Commission and 
your petitioners, no decree or order 
against your petitioners was authorized 
or warranted under the act creating 
the Federal Trade Commission, nor 
under any other act of Congress. 

“Wherefore, no decree or order to 
cease and desist ought to have been 
made or grounded thereon, but said 
complaint ought to have been dismissed 
for the reasons. aforesaid, for s'! of 
which errors and imperfections in said 
decree or order to cease and desist av- 
pearing upon the face of the record in 
said cause, your petitioners have 
brought this petition for review, to be 
relieved in the premises. 

“For as much, therefore, as your 
petitioners are without remedy in the 
premises except in this court, as by 
statute in such case made and pro- 
vided, and to the end that said Federal 
Trade Commission may be required to 
certify and file in this court a tran- 
script of the record in said cause, as 
provided by statute, and that the said 
order or decree to cease and desist may 
be reviewed, reversed, and set aside, 
and no further proceedings taken 
thereon, and that your petitioners may 
have such other and further relief in 
the premises as the equities of che 
cause may require and to Your Honors 
may seem meet. : 

“May it please Your Honors to cause 
a copy of this petition to be forthwith 
served upon the said Federal Trade 
Commission, and that said Federal 
Trade Commission be required, upon 
service of such copy, to-forthwith cer- 
tify and file in this court a transcript 
of the record in said cause.” 





And with the store’s display of 
tools for use in the home the store 
also displays boys’ chests of tools. 
What more likely than that the man 
who is interested in purchasing home 
tools for his own use will also be in- 
terested in purchasing youngsters’ 
tools for the use of his boy? 

Aren’t there some suggestions in 
this for other hardware stores which 
are anxious to sell more toys? 
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The Art of Developing Interest 7" Radio 


The American Hardware Stores, Inc., Bridgeport, Conn.., 
Has Enlarged Its Radio Clientele by Aiding 


Customers to Solve Their Problems 














66 VT ELLO, Tom.” 
H “Hello.” 
“Where ya’ goin’?” 

“Down the American Hardware 
Stores.” 

“What ya’ goin’ ’er get?” 

“They’re goin’ ’er give a radio 
concert. Come on down.” 

“All right.” 

Arriving at the American Hard- 
ware Stores, Inc., Bridgeport, Conn., 
the two boys found the center aisle 
leading to the radio department 
blocked by people. Squirming their 
way forward as far as they could, 
to the evident discomfort of nearly 
everybody they came in contact with, 
the two youngsters finally contented 
themselves with leaning against a 
show case and listening, with an ex- 
pression of mingled wonder and in- 
terest, to the sonorous tonal quali- 
ties of a baritone voice singing the 
prologue to “Il Pagliacci.” 

The solo ended and the momentary 
silence that followed was almost im- 
mediately broken by the piercing 
shriek of an auto siren, the confused, 
muffled, shuffling of feet on the 
wooden floor of the store and the 
constrained buzz of voices crossing 
in conversation. 

Gradually the voices died down to 
a murmur, above which the even 
emphatic tones of a man’s voice was 
distinguishable. The murmur les- 
sened and the sound of the voice be- 
came clearer. 

“Radio telephony and the broad- 
casting of the human voice is not 
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a recent invention,” declared the 
voice, “but rather a gradual perfec- 
tion that has been going on for the 
past ten years or more. To-day it 
is still in process of development, 
but it has reached the stage where 
expansion and application will be 
very rapid. Its possibilities from 
now on are limited only by the 
rapidity with which acceptance by 
the public is gained. 

“The radio is not as yet a neces- 
sity, but it is in the intermediate 
period, where it is being taken into 
the homes of all classes of people. 
Its greatest expansion and usefulness 
is yet to come. And it will have as 
great a growth and become as much 
a necessity as the telephone. 


The First Concert 


“In December, 1920, when the 
radio concert was first sent out, the 
wonders of the wireless telephone 
were known to only a comparative 
few. These few people of course had 
been interested in wireless since boy- 
hood in most cases, and were thor- 
oughly familiar with the details in- 
cident with the transmission of the 
human voice. The great number of 
people did not know of it, however, 
and to them radio telephony was full 
of mystery. Those first concerts 
sent out from East Pittsburgh were 
heard by a comparatively small and 
select circle. 

“In order to perfect the trans- 
mission of music and speeches by 
radio Westinghouse engineers have 





made numerous research studies of 
the different frequencies of music. 
A studio has been built especially 
for the singing of artists so that the 
reproduction will be accurate. 

“The studio at East Pittsburgh, 
for instance, consists of a room 20 
by 30 feet, completely lined with bur- 
lap, and without windows, so that 
there will be no reflection of sounds. 
A report is made of every song, 
where the singer stands, how far 
away from the transmitters, and 
other incidental details. This re- 
port is checked up later with a re- 
ceiving station and from this data 
the information has been obtained 
regarding the transmission of vari- 
ous types of music. 

“Practically all of the broadcast- 
ing by KDKA was pioneering work. 
When the station was first started, 
there was no program for Sunday 
evenings. Church services were sug- 
gested. After some persuasion per- 
mission was received from the Cal- 
vary Episcopal Church, Pittsburgh, 
Pa., to broadcast its services. A dis- 
trict telephone line was installed be- 
tween the church and the radio sta- 
tion at East Pittsburgh for this pur- 
pose. Four microphones were in- 
stalled in the church to catch the 
voice of the Rev. Edwin J. Van 
Etten, rector of the church, the choir 
and the organ. The entire services 
were first sent out January 2, 1921. 
This church service was the first to 
be wirelessed in the world. News- 
papers in all parts of the country 
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carried editorial announcement of 
the fact that church sermons were 
being broadcasted from Pittsburgh.” 

The voice then told of the various 
additions to the broadcasting service 
including reports of boxing matches, 
baseball games, crop reports, and the 

‘rendition of operatic pieces by the 
Chicago Opera Co. and by such art- 
ists as Geraldine Farrar, Rachman- 
inoff, Mary Garden, Muratore, Clar- 
ence Whitehill and others. 

After the voice had concluded a 
jazz selection was rendered and the 
program ended. Many of the peo- 
ple in the store started for the door 
and disappeared in the crowd on the 
street. 

There were quite a few, however, 
who stayed to discuss wireless with 
their friends and with E. J. Reide- 
nouer, manager of the wireless de- 
partment of the American Hardware 
Stores. Among those who remained 
were the two youngsters who had 
arrived near the end of the concert. 
They heard boys of their own age 
and older talking about the sets that 
they owned and advising one an- 
other how they should hook up to 
get the best results. 

Moving toward the big receiving 
set the two boys “listened in” to a 
conversation between Reidenouer 
and another man. Reidenouer fussed 
with the instrument while he talked. 


Relieving the Congestion’ 


“We hit on an idea to relieve this 
congestion,” Reidenouer said, refer- 
ring to the crowd in the store, “and 
this is it. Right off the center aisle 
here, aS you can see, we have ar- 
ranged a space large enough for a 
good sized library table with about 
eight chairs. 

“On this table we’ve placed all the 


HARDWARE AGE 


latest radio magazines, and blank 
paper for the use of those who are 
interested in drawing diagrams, and 
jotting down explanations about the 
best way to work a set. It has 
proven its worth in many ways. 
Interesting Future Customers 


“Customers reading wver’ the 
magazines are reminded of articles 
they forgot to buy, or start asking 
questions that lead to sales. Then 
again there is nothing like making 
the customer feel at home. Here 
they can sit down, enjoy a smoke, 
and talk about their favorite hobby 
with fellows who are interested in 
the same thing.” 

A young fellow in his early ’teens 
interrupted at this point. 

“Say, Mr. Reidenouer,” he asked, 
“what’s the best way for me to hook 
up my tickler coil?” 

“Listen, Jimmy,” said Reidenouer, 
“go over there to the table and read 
that article on hooking up a tickler 
coil in the latest ‘Q. S. T.’ You'll 
find out more about it in five min- 
utes than I can tell you in fifteen. 
After you’ve read the article,” he 
added, raising his voice a little so 
that the fellow who was walking 
toward the table could hear him, “go 
over to the experimental table and 
try it out.” 

Turning to the man he had been 
talking with Reidenouer said, ‘“‘That’s 
about the ninety-fifth time to-day 
I’ve been asked that question. That 
fellow will get an accurate answer 
to his question and learn how to hook 
up his coil over there at the_experi- 
mental table. He’ll go away tickled 
with the new knowledge he has 
gained and at the same time leave 
me free to talk to you or wait on 
another customer. 











This shows some interested enthusiasts working out their radio problems at the 
American Hardware Stores, Inc. 
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“The chief trouble to-day,” con- 
tinued Reidenouer, “is getting differ- 
ent parts. The demand for radio 
supplies is so great that the manu- 
facturers are having a hard time 
turning out goods fast enough.” 

An elderly gentleman was looking 
around the department with a be- 
wildered air, and Reidenouer ex- 
cused himself a moment and ap- 
proached him. 

“I have been hearing so much 
about this wireless telephone lately,” 
the elderly gentleman said, “that I 
am beginning to be interested. Just 
what can you get, and how much will 
it cost to get a set that will receive 
music from the Newark station? 
Do you have a man to install it?” 
he asked. 

Installations Made 

“Yes,” we have a man,” said 
Reidenouer, “but I think you will 
get a lot more fun out of it if you 
install one yourself. There is really 
nothing to it. You don’t have to be 
an electrician or know anything 
about wireless. 

“All that is necessary,” he con- 
tinued, “is to stretch a wire outside 
for about 100 or 150 feet, with two 
insulators. Bring it into the house 
and then run another wire from the 
set to the water pipe and you are 
ready. 

“If it is not possible to get an 
outside wire, one on the inside will 
work, only you will need a little 
better set to overcome that disad- 
vantage.” 

“Will it be necessary to open the 
window?” asked the elderly gentle- 
man. 

“No, it is not necessary to open 
the window or door when you use an 
inside aerial. You know, the air in- 
side is just the same as the air out- 
side, only in some cases warmer. 
Therefore any music or talking that 
is in the air outside, can be picked 
up inside as well. 

“Look over here,”” said Reidenouer 
escorting the elderly gentleman over 
to a table on which a number of sets 
were displayed. They moved over to 
the table and the rest of the con- 
versation was not heard distinctly by 
the two youngsters. Most of the 
people had left the store except for 
a few who were reading at the center 
table. The two youngsters looked 
over the magazines for a while un- 
til one spoke. 

“Let’s blow.” 

“Wait a minute.” 

“Aw come on. Ya can come back 
here to-morrow before the concert 
and talk to this feller. We haven’t 
got enough money yet anyway.” 

In a minute more they had dis- 
appeared in the crowd on the street. 
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Honolulu Boasts of Super Hardware Store 





The Recently Opened 


Establishment of 


Theo. H. Davies & Co., Ltd., 


Includes an Unusually 


Large Department Given 


Over to Hardware— 
Most Complete Stocks in 


Everything in hardware may be found in this new home of Theo. H. Davies 
& Co., Ltd., Honolulu 


of the new Davies Building in 

Honolulu has created a great 
deal of interest throughout the coun- 
try and is an indication of the pro- 
gressiveness of the business houses 
of the Hawaiian Islands. 

Theo. H. Davies & Co., Ltd., are 
large dealers in hardware and are 
well known to the trade throughout 
the United States. The business was 
founded in 1845, and the hardware 
department dates back to the whal- 
ing days when the sugar industry of 
the Islands was in the early stages 
of development. In fact, this firm 
played a tremendous part in the early 
development of the chief industry of 
the Hawaiian Islands, and its steady 
and substantial growth from a‘small 
store to a most up-to-date and mag- 
nificent business block is significant 
of the solid foundation on which the 
institution was established. 


Tc construction and opening 


The volume of business done by 
the hardware department of Theo. 
H. Davies & Co., Ltd., is enormous, 
and it is hard for one who has not 
actually visited the Hawaiian Islands 
to conceive of the extent of their 
sales in a country of such limited 
area. Their stock is representative 
of everything in hardware, including 
building supplies, sporting goods, 
rubber goods, mill supplies, agricul- 
tural implements, tractors, etc., ete. 

Considerable business was done in 
hardware even from the beginning, 
and for many years supplies were ob- 
tained in ship loads from England. 
In those days only a small stock was 
carried, the cargo being sold often- 
times before arrival ‘and delivered 
right from the vessel. At that time 
goods could be ordered by letter only, 
as there was no other means of com- 
munication. Due to the lack of fast 
steamers and frequent sailings it was 











This illustration showing the second floor of the building gives some idea of the size of the structure. 


Hawaiian Islands 


By J. H. McCLEAN 


often many months after ordering 
before the goods were received. It 
can, therefore, be seen that the 
founders had many disadvantages in 
establishing this business. 

With the advent of regular steam- 
ship sailings between ports of the 
mainland of the United States and 
Honolulu the company availed itself 
of the better service, and established 
offices in San Francisco and New 
York for the purchase of its sup- 
plies. Larger stocks were carried, 
and the business was added to so 
rapidly that it was only a short time 
until it was necessary to make use 
of warehouses on three different 
streets to take care of the goods. 
However, no sooner was one addition 
made than it was found necessary to 
make another, and it was for this 
reason the firm decided to erect the 
fine building in which it is now in- 
stalled. 








Cutlery, glassware, 


enameled ware and vacuum bottles are among the various hardware items to be noted 
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Here is a corner of the main sales floor showing the builders’ hardware department 
and plenty of room is left to accommodate expansion of departments 


The hardware business done by 
this firm is extensive enough to war- 
rant the exclusive representation of 
many lines, and their agencies include 
the lines of some of the most prom- 
inent manufacturers in the United 
States. Through retail stores in 
which the firm is interested or which 
are operated by them, they have an 
outlet for large quantities of goods 
and, through traveling salesmen they 
keep in close touch with all retail 
stores and plantations throughout the 
Islands. The business in general 
hardware, mill supplies, agricultural 
implements, etc., from the large su- 
gar plantations and pineapple plant- 
ers in the Islands runs into large 
sums and is given the strictest atten- 
tion. In fact, Theo. H. Davies & Co., 
Ltd., have the facilities and the or- 
ganization for handling hardware 
items to better advantage than any 
other concern in the Hawaiian Isl- 


ands and their account is very much 
sought after by the large manufac- 
turers in the United States. 

In addition to these special lines, 
they handle and carry in stock large 
quantities of general lines of steel 
goods, crockery, glassware, agate 
ware, silverware, mechanics’ tools, 
greases, oils, etc., etc. 


The New Building 


The new Davies building has 
many distinctive features and is said 
to be the largest monolythic building 
in the United States and possessions, 
a unique achievement in the matter 
of construction engineering. 

The hardware department occupies 
about one-third of total floor area 
and is located directly in the center 
of the building, extending from front 
to back and from ground floor to 
roof. Mezzanine floors are provided, 
and with this large floor area it is 


There is no suggestion of crowding here 


possible to keep almost the entire 
stock under the one roof. This is a 
great convenience and is an impor- 
tant factor in the handling of mer- 
chandise. There are only a few 
items such tractors, heavy and 
bulky steel goods, brick, as well as 
oils in barrels and cases, that are 
stored outside the main building. A 
special warehouse has been provided 
just a short distance from the main 
store for taking care of these items. 


as 


Display Facilities 

The display rooms on the first and 
second floors are large and well 
lighted with plenty of room between 
the fixtures so that the appearance 
is not one,of confusion, but shows up 
well a large and well kept stock. 
These large display rooms are fin- 
ished in white and steel fixtures in 
silver gray finish and are provided 
for the display.of the merchandise. 

















A section of the first mezzanine floor, showing a display of farm implements 
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The third and fourth main floors, as 
well as the third and fourth mezza- 
nine floors are used only for the 
storage of merchandise. 

One feature of the new Davies 
building of which the owners are 
particularly proud is the system 
evolved for the loading and unload- 
ing of merchandise. Where so many 
concerns are forced to tolerate the 
inconvenience which comes from 
driving to a side entrance, there to 
carry the merchandise across the 
sidewalks with the accompanying 
blockade of traffic, the Davies build- 
ing has specially constructed bays 
which eliminate this feature. The 
trucks are backed into these bays to 
a raised platform where the mer- 
chandise is loaded or _ unloaded. 


Spiral chutes from the upper floors 
extend to within a few feet of the 
trucks, making loading comparatively 


Interesting Lock Display 


Although manufacturers are always 
thoroughly conversant with the intri- 
cacies of their products, the retailers 


handling them are not on such familiar’ 


terms with them. With this in mind 
the Yale & Towne Mfg. Co., Stamford, 
Conn., manufacturers of Yale locks, 
has evolved a novel means of thor- 
oughly educating dealers in the mech- 
anism of their product. This is in the 
form of a lock with mechanism ex- 
posed, showing the way in which it is 
operated by the insertion of the key. 

One day a superintendent of the 
firm came across the reason why the 
cylinder construction of the locks 
seemed so simple to him—he had seen 
it in operation. He watched the cut- 
open cylinder, and the small key push 
a series of tiny, round pieces of metal 
(tumblers) into a straight line; he saw 
the plug rotate with turning of the 
key and noticed the subsequent open- 
ing of the lock. Then he knew: that 
by showing this action to the trade 
the technical story would be put across 
in simple terms. The idea merged into 
a unique moving key display, crude 
and inadequate at first, but neverthe- 
less a beginning from which came the 
extensive moving displays circulated 
through various cities in all countries 
where these locks are used. The guard 
lock is mounted on a glass panel, and 
the movement of its hooked bolts can 
be seen plainly as the display oper- 
ates. 

These displays are wholly dedicated 
for the use of hardware dealers. Each 
dealer is loaned an outfit for a speci- 
fied period, and it is reported that the 
method has been fruitful in stimulat- 
ing sales. The displays are circulating 
among merchants in the United States, 
Canada, Mexico, South America and 
Europe. Over thirty-five machines 
are in constant use. The Canadian 


branch of the company at St. Cath- 
erines, Ont., has a large consignment 
for merchants 


in Canada. Twenty- 
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simple and exceptionally rapid. The 
bays are set sufficiently into the 
building to obviate any necessity for 
blocking streets or sidewalks, and 
large electric elevators are provided 
close to the loading bays making 
quick shifting of goods from trucks 
to storerooms possible. The conven- 
ient arrangement of the section 
makes rapid delivery service possible 
and eliminates any confusion which 
comes from working without proper 
room and facilities. 

Both incoming and outgoing ship- 
ments are handled entirely by the 
firm’s own trucks. Some forty-two 
trucks and automobiles are used by 
the Davies organization for carrying 
on their business and they maintain 
a garage of their own. 

George H. Angus, who is the man- 
ager of the hardware department 
and a director of the company, has 





in the 


United 
States are circulated through the Yale 
& Towne office at Stamford, Conn. 


seven displays used 





£ the right Yale hoy line up: tha? 

f pin-tumblers. Nothing else can. The | 
_key can be turned only when they are in line.” 
_ This is how Yale ‘Cylinder Locks give’ 
non-interchangeable 1 














Novel lock display 


In these displays are embodied sug- 
gestions for effective display in other 
lines of mechanical contrivances. 


Correcting an Impression 


The June 15th issue of HARDWARE 
AGE carried a story entitled “Totaling 
$100,000 in Builders’ Hardware” de- 
scriptive of the activities of the Hull 
Hardware & Plumbing Co., Danbury, 
Conn. The title of this story may have 
created the impression that this firm 
consummated this amount of business 
in builders’ hardware alone, when, as 
a matter of fact, it was meant to in- 
clude both builders’ hardware and build- 
ers’ supplies. 


Announcement is made that G. Rosen- 
thal & Co. are opening a plumbing and 
hardware specialty jobbing house at 667 
Tyler Place, New York City. 
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been associated with the firm since 
1890. When the original merchan- 
dising firm of Theo. H. Davies & Co. 
was divided into departments, one 
of the first sub-divisions was that of 
the hardware department. Mr. An 
gus has been in charge of this de- 
partment for the past twenty-five 
years, and is responsible in a large 
measure for the growth of his de- 
partment. 

Mr. Angus makes frequent trips 
to the mainland in the interests of 
his firm, and is well and favorably 
known among the prominent busi- 
ness men of the United States. At 
home he takes a great interest in 
public affairs and is associated in an 
official capacity with most of the 
principal clubs, lodges and other or- 
ganizations. He is popular and com- 
mands the respect of all who know 
him. 






Howard Snelling Dies 


Howard Snelling, Winchester, Mass., 
died at the Winchester Hospital Tues- 
day morning, June 13, from injuries 
received the previous evening when he 
fell while alighting from a train. His 
skull was fractured. Mr. Snelling was 
thirty-five years old and lived with his 
mother, Mrs. George E. Snelling. He 
was born in Boston, but had lived in 
Winchester for twenty-five years, and 
received his education in the public 
schools of that town. In business he 
had been associated with his father in 
the Snelling Hardware Co., Boston. 


Lee Rule & Level Co. Or- 
ganized 


Arrangements are complete whereby 
the Lee Rule & Level Co. will occupy 
quarters formerly used by the Wal- 
tham Watch Co. on Chapman Street, 
Greenfield, Mass. The company will 
manufacture a new combination tool 
embracing a rule, level, square and 
straight edge all in one. H. E. Lee, the 
inventor, is president of the company, 
F. Anderson, vice-president and treas- 
urer, and H. H. Hawkins, mechanical 
engineer. 


Walworth Mfg. Co. Insures 
Coonley 


The Walworth Mfg. Co., Boston, 
wrenches, pipe fittings, etc., has taken 
out $1,000,000 life insurance on Howard 
Coonley, president of that corporation. 
Mr. Coonley is forty-five years of age. 
He graduated at Harvard in the class 
of ’99, and later, in Chicago, made a 
success of the Coonley Mfg. Co. 


The Norton Co., Worcester, Mass., 
plant No. 6, closed two years, is being 
operated with 150 employees. This 
plant was built during the war for ex- 
cess business and is complete in itself 
for the production of abrasive wheels. 
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Demonstrations Sell Electrical Goods 
The Hightstown Hardware Co., Hightstown, N. J., Has Built 


Up an Excellent Business by 


Adopting This Method 





A holiday electrical display designed by Jesse H 


you would be sure to have your 

home wired for electricity. There 
is no gas in the town and the inhab- 
itants use kerosene oil cook stoves. 
They must either be up-to-date 
with electric lights or carry a candle 
or oil lamp from room to room. If 
you lived in this town you would 
hear early and often from a sales- 
man employed by the Hightstown 
Hardware Co. This man would call 
you up on the telephone, write you 
letters, or visit your house, asking 
permission to do your washing for 
two successive weeks without cost to 
you. Surely this is a good proposi- 
tion and you would no doubt accept. 


if you lived in Hightstown, N. J., 


Free Demonstrations 


On the day convenient for you this 
young man would drive up to your 
front door and would carry in an 
electric washer, spotlessly clean, 
compact and business-like. After a 
few verbal exchanges on the weather 
and general conditions you would be 
asked to produce all of the soiled 
clothes in the house. Some people 
have actually tried to overload the 
poor fellow with a big wash. But 
he only smiles as he connects up the 
machine with the most convenient 
socket. He fills the cylinder with 
water and soap powder at the same 
time calling attention to the sanitary 
and easy way in which the machine 
is made ready for the day’s work. 


When all is ready the clothes are put 
into the machine and the current is 
turned on. In a short time the water 
is drained and rinsing water is put 
in its place, following which a new 
batch of clothes occasions a repeti- 
tion of the process. At each opera- 
tion the young man explains the 
working of the machine in detail. 
In a very short time the entire 
wash is spotlessly clean and on the 
line. If you show sufficient interest 
at the first time you are liable to 
face a very strong sales appeal based 
on performance and sound labor-sav- 
ing logic. If you resemble the aver- 
age run of humanity you will soon 
be talking terms with the represen- 
tative of this hardware company, and 
his is liable to return to the store 
with an order. You will be informed 
that if you pay cash there is a dis- 
count of 5 per cent, though should 
you wish, time payments can be ar- 
ranged the total being the list price. 
It is explained that the 5 per cent is 
allowed because the cash payment in 
full eliminates bookkeeping and the 
work of sending out statements. 
While this salesman is in a house 
he makes it a point to find out the 
extent of the electrical appliance 
equipment and notes any absence of 
bulbs in any of the light sockets. If 
he finds what the house lacks he 
makes a determined effort to sell a 
toaster, a grill, electric fan, electric 
iron, or some other handy appliance 


Johnson for the Hightstown Hardware Co 


that will work efficiently at very low 
cost. Of course, the man is too good 
a salesman to allow the appliance 
sales attack to interfere with the 
sale of a washing machine, but he 
makes a note of what the home 
needs, and the customer will hear 
from him later. Under this method 
the company sold nine washing ma- 
chines during the first four months 
of the year, which is a good record 
for a town of 2,700 inhabitants. 

By carrying on the same system of 
demonstration in the prospect’s home 
the company has sold three dozen 
vacuum cleaners in the same period 
of time. A card mailing list is main- 
tained. On each card is the infor- 
mation gathered by the demonstrat- 
ing salesman. Each day Harry J. 
Lock, who has charge of electrical 
sales calls a number of prospects on 
the telephone suggesting the pur- 
chase of an appliance which will be 
delivered to the buyer. 


Suggesting Purchases 


The Hightstown Hardware Co. has 
1200 credit accounts, which are col- 
lected on each month. With each 
statement the firm sends a sugges- 
tion for some special article on sale 
at a special price for the next ten 
days. Very often this article is some 
one of the many electrical appliances 
handled. Each month several sales 
are made through the efforts of this 
sales suggestion. The overhead in 
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such a sale is, of course, very low, so 
that although the price may have 
been shaded for the period the 
amount of profit does not actually 
decrease. These special suggestions 
do not necessarily call for any reduc- 
tion. In fact, Albert J. Priory, the 
proprietor, tells us that they seldom 
are lower prices, nor does the letter 
or circular attempt to convey the 
idea that they are. 

In the warm months, for example, 
the suggestion often emphasizes the 
advisability of purchasing an electric 
fan, while in the winter an oil or 
electric heater would be a more ap- 
propriate thought. 

Featuring the Mailing List « 

The mailing list is used each month 
in addition to the letter sent to all 
people on the credit list. Those 
whose prospect cards show that they 
need an electric toaster receive a let- 
ter suggesting its purchase. Others 
who have not yet bought an electric 
iron, receive a suggestion relative to 
irons. And so on down the line. 

Jesse H. Johnson has charge of 
all of the company’s advertising. He 
dresses the windows, makes show- 
cards, paints display material and 
writes their advertisements for the 
local papers. He also gets up special 
sales literature for intensified drives 
that the company often conducts. 

The windows that Mr. Johnson 
trims always show the man on the 
street that great care has been taken 
to make the display a good one. He 
revels in schemes to beautify the 
windows and is uniformly successful. 
He is seldom content to merely put 
stock on view. He wants displays 
that will bring in interested custom- 
ers intent upon buying. His windows 
usually have attractive hand-lettered 
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show-cards and hand painted back- 
grounds. Upon appropriate occa- 
sions, such as Easter, Christmas, 
Thanksgiving and other festive sea- 
sons, Mr. Johnson pleases the eye by 
using artificial flowers and shrubs 
which serve to carry out the holiday 
spirit. 
Attractive Window Displays 

The window displays of the 
Hightstown Hardware Co., are the 
subject of discussion with the resi- 
dents of Monmouth and Middlesex 
counties, and it is no wonder that 
with these displays, coupled up with 
aggressive sales work and courteous 
service the firm has built. up an ex- 
cellent general business. The firm’s 
sales on electric goods aside from 
washers, and vacuum cleaners, runs 
up to about $3,000 annually and it 
endeavors to keep about $500 worth 
of stock on hand at all times. Add 
to this the amount derived from the 
sale of the nine washers and thirty- 
six vacuum cleaners sold since the 
first of the year and estimate double 
‘that amount for the next eight 
months of the year. Then take into 
consideration that their general elec- 
tric appliance business has greatly 
increased this spring. Yes, you will 
have to agree that they will do an ex- 
cellent business this year in electric 
goods. 

For some time this store has sold 
a number of two way plugs, addi- 
tional sockets, wire cable, extra 
switches and the like. They now in- 
tend to carry a complete stock of 
these incidentals, as their customers 
need these articles and often ask for 
them. They have always sold bulbs. 

For the handling of the incidental 
supplies so necessary in every home 
and business building, ‘the Hights- 
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town Hardware Co., or any other 
firm, might well use the plan in serv- 
ice with the Nicholas Hardware Co., 
Oak Park, Ill. This company has 
an exceptionally fine table and rack 
arrangement for displaying these 
goods. You will note in the accom- 
panying illustration that the table 
top is divided into compartments 
which are separated by means of 
opal glass borders which make the 
table both unusual and effective in 
appearance. 

On the rack just above the table is 
a line of bulbs which may be lighted 
at will, enabling the customer to pick 
out the bulb he wants. Electric fans, 
electric heaters and a number of 
other items are ranged behind them. 
Suspended under the rack you will 
find coils of wire in the different 
grades needed for electrical use. In 
the glass-fronted bins under the 
table the stock of bulbs is kept. 

A display table of this kind may 
be easily constructed and will serve 
to display electrical supplies cf this 
kind in excellent fashion. There is 
always a demand for articles of this 
kind but in view of the fact that the 
articles are of a commonplace and 
everyday variety they do not impress 
themselves upon the customer’s mind 
unless they are featured in a manner 
calculated to command his attention. 
Electric bulbs are forever wearing 
out and there are always a goodly 
number broken as the result of acci- 
dents in almost every home. Sockets 
of all kinds are always used. Cord 
and wire are needed when least ex- 
pected. Single sales of these arti- 
cles do not run into large figures as 
a rule, but the total of these sales 
run into decidedly worth while 
amounts. 














This display table of the Nicholas Hardware Co., Oak Park, Ill., makes it possible for the firm to show a wide range of electric«l 


supplies without utilizing too much space. 


In short, it’s a money-saver and is accordingly worth copying 
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Tools Form 
the Backbone 
of the Retail =~ 
Hardware a eb 
Trade and 
Are Certain 
Sellers 


Irrespective 





of Conditions 


OOLS of all kinds, represent- 
ing perhaps the very founda- 
tion of a retail hardware 

stock seem to have less said about 
them than many other lines in the 
same store. Why is it? The an- 
swer may be found in the fact that 
the mere sight of tools on display 
suggest a hardware store to even 
the most disinterested mind. Also 
the public needs no education on 
the subject of buying tools from a 
local retail hardware dealer. That 
comes close to being a foregone: con- 
clusion. In short the hardware 
store is universally recognized as 
tool headquarters. 

In view of the fact that tools 
form the very basis and background 
of every hardware store, some mer- 
chants may be prone to give the 
line the same attention as was 
given to rearing “Topsy.” She had 
no father, had no mother—she just 
grew. Some merchants may think 
the same of their tools stock. This 
is a false idea as is any merchandis- 
ing plan which does not have a 
steady undercurrent of aggressive- 
ness dominating its very existence. 
Of course your patrons know you 
have tools if you are a hardware 
dealer. They probably know a lot 
of other things about you and your 
stock. But mere knowledge on their 
part of goods carried will not serve 
to increase your income. They 
must buy your goods not just know 
about them. 


——— 
| a 
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An interior tool display at James & 
Hawkins. Note the attractive wall 
arrangement 


Take some action in your tool de- 
partment in order to make your cus- 
tomers think of tools, that will make 
them think of the various uses of 
the tools you carry. Do ‘something 
that will make them talk tools and 
above all make them buy tools. 
Make your tool displays attractive 
in appearance so that customers 
will walk over and look at the stock. 
Don’t be content to merely have a 
good stock. Get busy. Dress up 
your tool cases and make them as 
attractive as any other line on dis- 
play. 

Everyone Interested in Tools 


Even the theorist, who cannot 
drive a nail is interested in tools, in 
fact they appeal to the majority of 
people. For in a display of tools 
there is exemplified man’s progress 
and his ability in mechanical crafts. 
Students of history will see the 
modern hatchet and hammer and 
think of the old time stone axes and 
old stone sledges. 

These thoughts are by no means 
original with us, but we heartily 
agree with them. The ideas were 
gathered by combing the sugges- 
tions of various salesmen and de- 
partment managers on the staff of 
James & Hawkins, Inc., whose main 
store is in Jamaica, L. I. 

You can go into any one of the 


The Firm 
of James & 
Hawkins of 
Jamaica, N.Y. 
Has Made a 
Success with 
This Line by 
Aggressive 


Methods 





seven stores of this firm and will 
find that tools are given a good deal 
of prominence bordering on space 
preference. 

Take for example the Richmond 
Hill branch. As you enter the door 
you find on the right-hand wall, just 
below the shelf hardware boxes, 
eight panneled sections devoted to 
the more common hand tools. Each 
section has a glass sliding door 
which ftmay be pushed aside for 
closer inspection of the stock. In- 
visible electric bulbs light up the 
display. The tools are hung on dis- 
play hooks and are clearly price 
marked. Eight prominent lines are 
shown here, each having an exclus- 
ive section. A neat hand-lettered 
card, bearing black letters on 
orange card board, tells at a glance 
that it is a display of a certain well- 
known brand of hammers or chisels. 

Advantages of Show-Cards 

There is a two-fold advantage in 
having these little cards. It serves 
to remind the mechanic who has al- 
ways used a certain kind of ham- 
mer that James & Hawkins carries 
a full line of his favorite brand. To 
the man who has not used this ham- 
mer there is the thought “I wonder 
what kind of a hammer that is.” 
The first man often will comment 
on the hammer and his long and 
satisfactory experience with it and 
how it helped him to make a living. 
The second man may voice his 
query. In either case the sales- 
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A close up view of the wall cases showing tools classified according to their manufacturers 


man has a wonderful opportunity 
to talk not only this line of ham- 
mers, but tools in general. A real 
man needs but slight inducement 
to inspect tools. Then you have 
him ready for an attack upon his 
pocket book. 

The first two show cases on the 
The 


right-hand side contain tools. 
displays in these cases are well ar- 


ranged and would appeal very 
strongly to any man who walked in. 
At regular intervals the right-hand 
window in this store is devoted to a 
display of various hand teols and 
tool cases. Mr. Kramer and his as- 
sistant, Mr. Wilson, take great care 
in arranging a tool window and fre- 
quently have excellent displays on 
view to attract trade. : 


Complete Lines Carried 


All of the James & Hawkins 
stores carry a very complete line of 
hand tools and they keep the sam- 
ples on display looking fresh and 
bright. One never sees a rust spot 
or a dull tarnished looking hammer 
or chisel in a display. Price cards 
are found beneath, above or one 
side of each tool. Thus it is an easy 
matter to find the number of the 
article and the price. 

It is no wonder when you con- 
sider the efficient methods employed 
by this firm that their tool business 
amounts annually to a very large 
sum. The company has realized a 
large annual profit on the sales on 
hammers, chisels, screw drivers, 
planes, levels, squares, tool chests, 
grinders, callipers, pliers, all kinds 
of hand saws, rules, snippers, di- 
viders, braces, bits, clamps, torches 


and various other needs that come 
under this category. 

This business is obtained for the 
simple reason that it has been given 
attention. Tools have been care- 
fully displayed. The selection of 
the brands carried has been given 
close scrutiny, and practical infor- 
mation was gathered frem crafts- 
men who knew good tools and their 
uses. 

Edward Denicke who has charge 
of all advertising and displays for 
the company tells us that he finds 
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the advertising material furnished 
by tool manufacturers extremely 
useful in making up _ displays. 
When the limitations of space do 
not allow him to use a complete set 
up he frequently uses a part or re- 
vamps the idea of the particular ap- 
peal to meet with the special re- 
quirements afforded by the avail- 
able space. 

Take a good look at these illus- 
trations and compare this tool de- 
partment with your own. Have two 
show cases arranged as carefully as 
the one shown. Have you given proper 
prominence to your sample boards 
of well known hand tools? If not 
you can surely gain some pointers 
from the experiences and layouts of 
James & Hawkins. This better 
method that they have employed has 
been more than profitable for them 
and it should be the same for you. 
Don’t neglect your tool department. 
Get busy and make it an attractive 
place for customers to inspect your 
line. 


Space Does Not Matter 


The store shown is no larger than 
the average store, in fact it is 
slightly smaller than many of the 
city stores. It is not really the 
space that counts in a matter of 
this kind. It is the will of the par- 
ticular dealer that effects the im- 
provements and methods of a retail 
hardware store. How are you going 
to handle your tool business? 
That’s a question for every dealer 
to ask himself. 


And last of all we see the effective manner in which this firm dis- 
plays tools for the benefit of the passersby 
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Advertising and Service Sell Accessories 


These Have Served to Make the Auto Equipment 
Department the Largest in the H. A. Heinsen 


& Co. Store of South Chicago 


OU know the old fable about 
the pig that was put in the 
parlor and finally grew to such 
proportions that it could no longer 
get out through the door. Well, that 


is almost what happened to the H. 
A. Heinsen & Co., South Chicago,’ 
Ill., hardware dealers, only the pig 
in this instance was represented by 
automotive equipment and supplies. 
The auto accessories and tires were 


Lt 


To the casual observer this window of H. A. Heinsen &€ Co. may seem to be overcrowded. 
auto accessories in a thoroughly systematic 


carried in the rear of one side of the 
store and recently the firm has been 
obliged to move them into larger 
quarters due to the phenomenal in- 
crease in sales. 

These lines have only been handled 
five or six years and by means of 
aggressive salesmanship Mr. Hein- 
sen has been able to build up a busi- 
ness that keeps outside salesmen 
busy taking orders. 

A word about the location might 
be of interest. South Chicago is a 
suburb of Chicago and is dependent 
largely on the steel mills and manu- 
facturing plants for its livelihood. 
The steel mills had not been oper- 
ating on very extensive schedules 
and the residents felt the sting 
of unemployment very keenly. Nat- 
urally business had not been up to 
standard. Consequently the reason- 
able thought would be that auto ac- 


cessories and tires would move very 
slowly in such a locality. 

Mr. Heinsen knew otherwise. That 
is, he knew that the rapid growth 
made by these lines before the dull 
period could be kept up if the busi- 
ness was properly sought. And 
that is just what he has done. He 
went after it and he is getting it 
in goodly volume. 

Briefly the policy of the firm is to 


standardize on certain well known 
and dependable lines. Only one make 
of tire is carried but the manufac- 
turer backs the firm to the limit. 
Furthermore, there are few com- 
plaints or adjustments on this line, 
which speaks well for the quality of 
the merchandise as well as the meth- 
ods used in selling it. 

There is not a single opportunity 
overlooked to tell the people of South 
Chicago where they can get tires and 
accessories. Street cars are utilized 
and slides are shown in the neighbor- 
hood movie theaters. Advertising is 
carried in the local papers as well as 
in the foreign language papers. 

Mailing lists have proven to be 
great trade getters. Prospects’ names 
supplied by their own men or from 
outside sources keep the mailing lists 
up to date. 

Every invoice or statement that 


goes out of the store carries with it 
some advertising matter. Packages 
always contain some bit of printed 
matter to be examined by the cus- 
tomer when he opens his bundle. 

The auto accessories part of the 
business has grown to such an extent 
that small stores, garages and manu- 
facturing plants for some distance 
call upon the Heinsen store for their 
supplies. 


In reality it displays a multitude of 


manner 


A good stock of parts such as axles, 
bearings and drive* shafts has just 
been put in so that the trade may 
be served more completely. Similar 
goods ordered from Chicago houses 
can be delivered in half a day, yet 
Mr. Heinsen has given such good 
service and maintained such high 
standards of quality that it is a com- 
mon expression, “Better get it from 
Heinsen.” 

The illustration of the window 
gives something of an idea as to the 
completeness of the stock carried. 
Every item is plainly price marked 
and Mr. Heinsen believes thoroughly 
in this practice. The display in the 
window is arranged on steps so that 
a good view may be had of all articles 
displayed. The tires are on the top 
step and in front of them hangs a 
shelf covered with chamois skins and 
sponges. 
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The accessory department has been carefully laid out with a view to economizing space without sacrificing efficiency. The 
display tables with partitioned tops are especially worth noting 


Near the center of the window 
some attractively priced item is al- 
ways displayed. This is a great fea- 
ture in getting more than passing 
interest for the other items on dis- 
play as the attention is arrested and 
held long enough to make a survey 
of the other desirable items. 


Display Tables Worth Noting 


In the picture showing the ar- 
rangement of the stock the display 
tables are worthy of note. They are 
built along the lines of the depart- 
ment store tables. The tops have 


compartments for a great variety of 
small items, and the sight of them 
suggest purchases which would not 
have ordinarily been made. 

These tables are most convenient 
for showing small models and for 
holding cabinets of accessories. The 
bottom part of the tables are used 
to stock other merchandise such as 
robes, jacks, seat covers, pumps, etc. 
They are not only convenient for 
making quick sales but the merchan- 
dise is always where it can be seen. 

The tire stock is still kept in an 
adjoining room but will be moved to 


the new quarters and racks for vari- 
ous auto parts will also be erected in 
the near future. When completed, 
this tire and accessory stock will be 
so well arranged that it will be easy 
to find any article without delay, and 
the store will be able to sell a great 
deal more than if the merchandise 
was put away in boxes or drawers. 

The growth of the auto accessories 
department of the Heinsen store is 
just the ordinary every day example 
of what can be done with tire and 
accessory lines if there is a will to 
do it. 


Have You Ever Analyzed Your Trade? 


OW many out of 100 customers 
patronizing your store are old 
customers? 

Couldn’t you find the basis for an 
interesting advertisement in such an 
analysis of 100 customers? 

Such an ad might read like this: 

“WE ANALYZED 100 OF OUR CUS- 
TOMERS. 

“Of this hundred we found that 
eighty-five were old customers— 

“Ten were new customers who 
had come to our store by reason of 


the praise given our establishment 
by old customers, and 

“Five were new customers who 
were brought to our store by our 
advertising. 

“Also we found that in the 100 
customers there were sixteen from 
out-of-town, of whom fourteen were 
old customers and two were new cus- 
tomers brought to our store by the 
word-of-mouth advertising given our 
store by our old customers. 

“We feel that the strongest asset 


this business has is the high stand- 
ing it holds with all people who have 
ever traded here. 

“It seems as though once we make 
a new patron, we also make an old 
patron, for all patrons continue 
trading with us always, once they 
start trading with us. 

“You, too, will find our service 
and goods of such a character that 
you will want to become one of our 
patrons if you once give us a trial. 

“Try us now.” 
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Hamp Williams Discusses Displays and 


Profit-Sharing 


Prominent Figure in the Hardware Trade of 
the South Explains Systems He Has Suc- 
cessfully Adopted in His Own Firm 


forced’ to a quick and short- 
lived maturity in the sheer 
soil of audacity, and has also been 
frequently nourished to a slow and 
ponderous growth in the heavy soil 
of conservatism, success is a tree of 
many branches that attains its best 
growth in the soil of common sense. 
Hamp Williams, president of the 
Hamp Williams Hardware Co., Hot 
Springs, Ark., is, perhaps, one of 
the most forceful examples of this 
fact. A short time ago he wrote: 
“HARDWARE AGE has always been 
a great booster for show window ad- 
vertising, and if you have noticed in 
my articles I have had very little to 
say about my own show windows. 
The reason for that was that I was 
ashamed to say very much about 
them because they did not deserve 
special mention. But after twenty- 


A LTHOUGH it has often been 


This window of the Hamp Williams Hardware Co. carries an appeal to the fisherman and camper alike. 


six years we have awakened to the 
importance of better show windows, 
and as evidence of that fact, I am 
sending a photograph of the fishing 
tackle display we have been running 
for the past few weeks and which 
has been very interesting”’. 


Interesting Fishing Display 


W. A. Davis of the Hamp Williams 
Hardware Co., wrote the following 
description of the display which cov- 
ers all of the essential details con- 
cisely and thoroughly. 

“The large background is a fishing 
scene painted by the manager of our 
paint department, H. Reed. AIl- 
though the picture does not bring 
out the colors it gives you an idea of 
the attractiveness of the _ back- 
ground. 

“On the right is a miniature tent 
and cot surrounded by a folding 


VA 


camp table, chairs, camp stove, cook- 
ing vessels, a thermos jug and, in 
fact, everything that is needed in an 
ordinary fishing camp. 

“In the foreground we have a real 
fish pond which is 3 by 8 ft. long, 
18 in. deep. This is supplied by run- 
ning water which comes in at one 
end with a _ bubbling apparatus 
mixes air with the water and has an 
overflow at the opposite end where 
the water runs out as fast as it comes 
in, keeping it pure and fresh all the 
time. We have a miniature steel 
boat anchored in the pool and a cane 
pole extends from the bank with a 
hook and sinker and a large float. 
We advertise for our customers who 
have any nice large catches that if 
they want to display them we will 
place them in our pool with display 
cards showing to the public who the 
captors were and this feature has 





<? we 
= 
i a o . 


—" 


i a 


ra 
s¢ 


wero 


a 
S_ 


“~ Dae. 


exahee cy 


The fishing scene was 


painted by H. Reed, manager of the paint department 











62 


been quite interesting. Besides 
these, we keep an assortment of 
small and medium sized fish in the 
pond and it is an interesting attrac- 
tion every day in the week.” 
A Well-Known Figure 

Hamp Williams is probably as 
well known as any man in the hard- 
ware business in the United States. 
His influence has been a constructive 
force in association activities, and 
he has, perhaps, introduced more 
concrete ideas for business develop- 
ment than any other individual dur- 
ing the past two decades. For in- 
stance, the idea of profit-sharing, has 
clothed itself to-day with the dignity 
of precedent. But in 1904 it wag 
regarded as a rather startling propo- 
sition. But as long ago as 1904 
Hamp Williams had analyzed this 
idea and had applied it to his own 
business. In reply to the question 
as to how he happened to start shar- 
ing his profits, Hamp Williams said: 


How the System Works 


“You asked me how I came to start 
giving my salesmen a share in the 
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profits and how I arrived at the 
amount. The year 1903 was a good 
year for me and I made money. I 
had four men working for me at that 
time and they were getting $75 per 
month each, a living wage at that 
time. I told them if they would help 
me make as much in 1904, that in 
addition to their regular salaries I 
would give them $500 each and 
that would serve to give them a 
start. We made more in 1904. We 
made $10,000; $2,000 was one-fifth 
of that amount, and I have kept that 
proportion to this day. Every year 
thereafter my profit sharers have 
been partners instead of employees 
and to-day they run the business and 
I am foot loose to go and come as I 
please. If they make $8,000, I make 
$32,000, four times as much as they 
make. If we don’t make anything 
we have nothing to divide. 

“You ask what would happen if 
we lost. I have been in business 
twenty-six years. We have had two 
total destructions by fire. We had 
all the insurance each time that the 
stock would warrant. The profit 
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sharers help pay the insurance and 
all other expense, and when we col- 
lected the insurance we started all 
over again with what we had left. 
They, as well as myself, lost by being 
out of business and didn’t have quite 
so much capital to run on thereafter. 
They helped me pull through but so 
far as discussing with them about 
who will stand the loss at the end of 
the year for lack of business or 
profit, I have never discussed that 
with them. There has never been 
such an animal in my business, even 
1921 showed some profit. Our vol- 
ume the past year is within 10 per 
cent of what it was in 1920 and that 
was the biggest year we ever had. 
Our profits for 1921, however, were 
less in proportion than any year of 
the twenty-six we have been in busi- 
ness.” 

During the first six months of this 
year business in practically every 
section of the country has shown a 
marked improvement and Hamp 
Williams’ profit-sharing business has 
probably shown a family resemblance 
at least to 1920 profits. 





New Sargent Catalog Based on Decimal System 


Regarded as Important Step in Hardware Industry— 


YOMPLETELY adopting the deci- 

A mal or unit system of packing 
hardware by the tens, hundreds, thou- 
sands, etc., in its new 1922 catalog, 
which is now ready, Sargertt & Co., 
New Haven, Conn., has compiled an 
illustrated volume of 1018 pages and 
a discount sheet of sixty-four pages, 
covering information, descriptions and 
prices on its entire line, divided into 
five different classes. These classifi- 
cations are: builders’ hardware, shelf 
hardware, padlocks, tools and miscel- 
laneous items. 

The builders’ hardware class in- 
cludes all designs, locks, knobs, escut- 
cheons, etc., listed on pages 2 to 474 
of the catalog, and also all lines of 
general hardware listed on pages 475 
to 741. This classification is designated 
in the new discount sheet by the let- 
ters BH. 

All lines of general hardware listed 
on pages 571 to 811 of the catalog are 
classified as shelf hardware and desig- 
nated in the discount sheet by the let- 
ters SH. 

Padlocks are listed on pages 747 to 
773 and are designated in the discount 
sheet by the letter P. 

Tools are listed on pages 812 to 838 
and are designated by the letter T 
in the discount sheet, as well as with 
the names of the goods. 

The miscellaneous classification in- 
cludes all goods not included in the 


First Publicity Inaugurated by Hardware Age in 1919 


preceding classifications. They are 
designated by the letter M in the dis- 
count sheet, in connection with the 
names of the goods. 

The complete adoption of the decimal 
or unit system of packing by Sar- 
gent & Co. is regarded by many as an 
important milestone in the evolution- 
ary progress of the hardware industry. 

It will be remembered/that the first 
concentrated publicity on the decimal 
system was inaugurated by HARDWARE 
AGE in 1919. An editorial in the Sep- 
tember 11 issue of that year stated: 
“The simplicity of the decimal system 
is apparent when we take an article 
pricing it at $62 per hundred. We 
then take this scale of prices: $62 
per hundred, $6.20 per ten, and 62 
cents each. To obtain the price of 25 
or 18 or 32 of any other quantity sim- 
ply multiply the ‘each’ price by the 
quantity. 

“The advantages of the decimal sys- 
tem,” this editorial concluded, “have 
been recognized by the Government, all 
bids for supplies during the war having 
been called for and quoted either ‘each’ 
or ‘per hundred,’ and all orders having 
been filled and billed on the basis 
quoted.” 

On Oct. 9, 1919, Roy F. Soule, then 
editor of HARDWARE AGE, wrote an ar- 
ticle on the decimal system entitled 
“The Little Red Schoolhouse of Hard- 
waredom.” This article was widely 





quoted and hundreds of letters from 
manufacturers, jobbers and dealers 
poured into Mr. Soule’s office indorsing 
the decimal system. 

Sargent & Co. has been among the 
first of the larger manufacturers to 
adopt the decimal system, and it is 
believed by many jobbers and dealers 
that it is now only a question of time 
until the system will be standardized 
throughout the country. 


Lower Freight Rates on Horns 
in Sight 

The Interstate Commerce Commis- 
sion recently held a hearing in Wash- 
ington, D. C., on a complaint filed by 
the Klaxon Company of Newark, N. J., 
against the Alabama Great Western 
Railroad and forty other railroads re- 
garding the present freight classifica- 
tion of horns used as warnings on au- 
tomobiles, motorcycles, motorboats, etc. 

The petition of the Klaxon Company 
asked that the freight rate on horns be 
reduced from one and one-half times 
first class rate in less than carload lots 
to the first class rate, and from the 
second class rate on carload lots to the 
third class rate. 

If the efforts of the Klaxon Company 
prove successful a considerable saving 
in freight charges will be effected for 
automobile manufacturers and distrib- 
uters of automobile horns. 
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Lightening the Burden of the Housewife With 
Electrical Devices 


The Summer Months Suggest a Number of Valuable 
Selling Points to the Hardware Merchant 
Handling Electrical Goods 


By A. H. VAN Voris 


HE other morning Mrs. James dust pan and cloth like the very dili- time, but strange to say it was not. 
T Bentley of No. 17 Grove Street gent little woman she was. Now what was the difference be- 
rapped at the door of her It would seem that her cleaning tween these two homes, for we have 
neighbor, Mrs. Leland K. Brown, for work might have been done by this seen that Mrs. Bentley of No. 17 was 
the purpose of well on her sec- 
borrowing some : . ond lap of the 
little item of 5 , forenoon, while 
kitchen supplies i . I? Mrs. Brown of 
which she needed Buca hin 5 i} No. 19 hadn’t 
for baking a cake. : made the half- 
The hour was j way mark as yet? 
nine, and it so ; - . If we may let 
happened that as these two women 
Mrs. Bentley ex- > - represent typical 
pected company : housewives from 
for dinner she Dreonscp ities Oshkosh or Mi- 
had finished her AS ami or any other 
morning’s_ clean- a beg 2 von town up and down 
ing, but here was — or across this 
her neighbor, 7 . ; a country of ours, 
Mrs. Brown, right ’ i with their two 
in the midst of ui ean <omemmeiniiiiiin a ey homes as repre- 
it. If we might ’ Si . of the 
take a peep into J , 5. % hundred and one 
this home, along ee Som one ss , which we pass 
with Mrs. Bent- . : poe every day as we 
ley, we would see ; . 2 go to and from 
that this good te 5 our stores, just 
housewife, her what is there 
neighbor, had : which helps make 
been bustling e housework 


° This display of vacuum cleaners by the Buckeye Hardware Co., Findlay, Ohio, is a 
about with broom, symmetrical end ettention-compeliiag so much easier 
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for the one housewife, and which 
might just as well help out to an 
equal extent for the other? 

In modern phraseology, perhaps 
we might express our answer to this 
query—“Do It Electrically,” and by 
doing so, we would cover the ground 
pretty well. 

For instance, about a year ago a 
local dealer interested Mrs. Bentley 
in an electric vacuum cleaner and 
placed one in her home on trial. Af- 
ter the cleaner had been in that 
home for two weeks, I learned from 
the dealer that Mrs. Bentley told him 
he couldn’t buy it back at any price, 
unless he would replace it at once 
with another just like it. cf 

And here’s the reason for it: 

A turn of the plug— 

A push of the switch button— 

Z-ZS-ZSS-Z8SS-zssss, and she’s off 
for her morning cleaning and all of 
it done without any direct labor on 
her part. 

Isn’t it great when a housewife 
“sees the light” and we have an op- 
portunity to introduce one of these 
wonderful, labor-saving devices into 
her home? 


Service Brings Customers 


After she has once tried it out, it’s 
not often that she will part with it, 
and the original talk about price is 
forgotten in the bigger question of 
service. 

And after all, the store which can 
deliver service to the home is the 
place which the housewife is very 
likely to remember when it,comes to 
the numerous kindred devices in 
which we are all interested. 

Yes, we certainly agree that Mrs. 


Bentley of No. 17 Grove Street was. 


the wise mistress of the home and 
her neighbor Mrs. Brown of No. 19 
will do well to follow her example in 
the matter of modern utensils for the 
morning cleaning. 

I suspect that in No. 17 we will 
find other helpful utensils which are 
familiar to us, so let’s walk over with 
Mrs. Bentley when she returns home 
after securing that necessary little 
“wherewithal” to finish her cake. 


Taking the Blue Out of Monday 


We go in by the back door and 
come into the kitchen where the first 
thing to catch our eye is the electric 
range in a good prominent and con- 
venient place. I observe a smaller 
room in the rear where Mrs. Bentley 
hangs her wraps and puts her rub- 
bers and in this room I see the fit- 
tings of a little home laundry, for 
there in one corner is an electric 
washing machine. It doesn’t happen 
to be a Monday morning (that very 
much dreaded morning to some 
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housewives who have not yet “seen 
the light” of electrical equipment), 
but there seems to be a very happy 
atmosphere about the place just the 
same, as much as to say—‘“I Banish 
Blue Mondays,” for that spick-and- 
span and shiny machine seemed to 
feel very proud of the work it did 
for its mistress every week. 

I believe I could stop right here 
and write a whole book on‘the ex- 
periences along this line which have 
come our way in selling these ma- 
chines; it is indeed a pleasure to in- 
stall them in the home. 

We had an electric washing ma- 
chine demonstration not many weeks 
ago, with a special factory repre- 
sentative in charge, and the results 
in sales were very pleasing to us. 
This man understood his business 
thoroughly and was equally versed 
in sales arguments to appeal to the 
mistress of her own home, or to the 
laundress on a side street who is 
looking to this family washing as 
her means of support. It was in- 
structive to work with him and we 
felt well repaid for the extra sales 
effort put forth on our part. 

So, in the electric washing ma- 
chine, we have another electrical de- 
vice which not only brings good re- 
turns to the dealer, but which works 
wonders for the housewife or for 
the laundress into whose home the 
dealer installs one of them. 

And, of course, when we speak of 
electric washing machines, we at 
once think of electric sad irons, for 
the one would hardly be complete 
without the other. 

Now, then, I believe we got as far 
as Mrs. Bentley’s laundry, when we 
were apparently side-tracked into a 
little discussion on the merits of 
electric washing machines, but we 
can’t very well remain in the laundry 
all day. 


Cooking Made Cool 


Passing through the kitchen, we 
come to the dining room and over 
there on a tea cart in the bay-win- 
dow, I see a couple of good looking 
things which must have come from 
some one of our stores, yours or 
mine—an electric coffee percolator 
and an electric grill. 

If we were to ask Mrs. Bentley 
about them, I think we would learn 
that the percolator is used daily and 
that the grill doesn’t have much rest 
during the almost daily rendering of 
service. 

The electric chafing dish is a good 
companion to these two devices, for 
on many an evening some light re- 
freshment can thus be quickly 
served—all very tasty and all in a 
jiffy. 
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Then there’s the electric toaster 
and the electric waffle iron, both of 
them almost indispensable to the 
well-ordered household. 

If we could leave the dining room 
and slip upstairs on a little tour of 
inspection in this ideal little home, 
I believe we might see some other 
handy electrical devices, such as the 
electric curling iron and hair dryer, 
tumbler water heater and electric 
radiator of very considerable use in 
the bath room. Perhaps there will 
be a heating pad for first aid in 
aches and pains. 

Now, it is very probable, as you 
good readers will realize, that we 
cannot find these ideal homes at 
every right and left hand turn from 
our store doors—there is no beaten 
path to them, but it is equally cer- 
tain that almost every modern house- 
hold is a very reasonable and almost 
probable prospect for some of these 
helpful and useful devices and uten- 
sils which we have been considering. 

If prospects exist, the logical 
thing to do is to go after them and 
this can be done in a practical man- 
ner by house to house distribution 
of timely literature (and there are 
always small boys to be had for this 
job). Circulars in the mail and in 
packages over the counter are like- 
wise helpful stimulators of sales; let 
your summer advertising tell timely 
tales of this much-to-be-desired mer- 
chandise which makes housework so 
very much easier. Let your custom- 
ers see that you really do have these 
things in your store by means of a 
good, snappy window display. 


Electric Flashlights 


We’ve gone this far and haven't 
even mentioned such a common 
every-day item as the electric bulb, 
with its companion flashlight bulbs 
and batteries; we may say the same 
of dry cell batteries and hot-shots 
for use on cars and gas engines. 

When darkness comes upon us each 
day, every one of the 365 days of the 
year, think of the tens of thousands 
of electric lamps throwing out their 
glow of welcome and comfort all over 
this land of ours, and each one of 
them, blinking on and off, is an ad- 
vertisement for some hardware or 
electrical supply store. 

Many of them are coming from our 
hardware stores, too, for we are 
coming more and more to be recog- 
nized as logical home-outfitters, so, 
all in all, there’s ample cause for re- 
joicing that the hardware store is 
concerning itself with electrical de- 
vices for the home, thereby offering 
us an opportunity to serve and to 
reap profits at one and the same 
time. 





June 22, 1922 


HARDWARE AGE 


65 


Get Ready to Quench the Summer Thirst 
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Water Coolers 


Are Indispensable 


During the 


Summer Months and Are Hardware Profit Makers 


ATER COOLERS have en- 
\\ joyed a better demand this 

year than for some time past 
because of the early season. The 
usual tendency of the buying public, 
however, is to neglect coolers until 
the hot weather starts early in July. 

In the United Cigar Stores um- 
brellas are displayed the minute it 
begins to rain. This same principle 
should be applied to certain articles 
that practically every hardware store 
carries in stock. For instance, dur- 
ing the recent hot spell the window 
display should have been changed, 
wherever possible, and a _ concen- 
trated display arranged showing 
water coolers, partly filled with 
water, ice cream freezers and electric 
fans. 

The window display shown on this 
page, for instance, which was ar- 
ranged by Charles Conover for 
Banister & Pollard Co., Newark, 
N. J., made a direct appeal to the 
people on the street, especially to 
those who cherished the memories of 
childhood. The picture of the boy 
drinking from a brook in the center 


During That Season 


background of the display was 
painted by Conover himself. White 
muslin curtains formed a cool back- 
ground and the lattice work on the 
sides of the display was a deft and 
artistic touch that lent effectiveness 
to the general tone of the window. 


France is famous for her wine, 
Scotland for her “ 
Germany’s foaming, lagered stein 
Stands in favor with a few. 
But in spite of much ado, 
Water cools, and watey coolers 
Stand as symbols of the brew 
We, the people, 
Ask ourselves to drink and do. 


C.D. 


mountain dew,” 


as the rulers, 


Some historical information about 
the first uses of ice for cooling 
beverages might also be used in a 
display of water coolers for the sake 
of novelty. According to history the 
first demand for ice as an article of 
commerce was in tropical and semi- 
tropical countries, for the purpose of 


and other beverages 
of the -wealthy, and for making 
drinking water palatable. Where 
ice was unobtainable snow from the 
mountains was used and stored for 
cooling purposes. Nero established 
storehouses in. Rome for both snow 
and ice. 

A display arranged so as to indi- 
cate with pictures on one side of the 
window the ancient method of hav- 
ing slaves go into the mountains for 
snow, returning with it to a Roman 
villa and storing it in underground 
vaults and chambers and also of the 
snow being used for cooling jugs and 
skins of wine, would be an attraction 
in any window. On the other side of 
the display photographs showing a 
modern ice plant and modern 
frigerating systems would show the 
contrast. Show water coolers being 
used in offices, factories and homes. 
In the background have a modern 
water cooler crowning the whole dis- 
play. Any display artist could draw 
appropriate pictures and cards for a 
display of this kind simply by using 
a little imagination and patience. 


cooling the wine 


re- 
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The Advantages of Show-Card Decoration 
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EVERAL chapters could be writ- 
S ten on the art of illumination 

and the decoration of a show- 
card. The general tendency on the 
part of the amateur is to overdo it, 
for a simple gray border and a few 
graceful scrolls will transform the 
plainest lettered show-card into an 
artistic poster. 

Show-cards to be 100 per cent ef- 
fective must be changed continu- 
ously. New lay-out, new design, 
should be used and they should al- 


ways be clean and fresh looking. If ° 


colors are used they should be varied 
at intervals. A soiled show-card left 
in a window and forgotten, as it 
were, absolutely loses its selling 
punch. Therefore, it does more 
harm than good. 

Pictures or advertising cuts are 
very easily obtained. The pictures 
on the show-cards illustrated here- 
with were cut from HARDWARE AGE. 
(A sharp pointed pen knife or small 
pair of scissors may be used.) Use 
library paste in preference to muci- 
lage for pasting pictures. 


Tracing Scrolls 


Seroll work must be done quickly 
and free-hand. All the scroll work 
on the accompanying show-cards 
may be found in different wall paper 
patterns. The best way to transfer 
or trace wall paper scrolls on a show- 
card is to first trace them on a thin 
piece of paper covering the back of 
this tracing paper with any dry color 
powder. If the cards are white use 


Scrolls and Illustrations 


Serve to Make the 


Show-Card More Artistic 


and Effective but 
Should Not Be Used 
to Excess—The 
Fourth Instalment 
of the One-Stroke 
Roman Alphabet 
in Detail 


By JOSEPH BERTRAM JOWITT 


a dark color powder, or if the cards 
are of a dark color use powdered 
chalk or whiting. Enough of this 
powder will adhere to the back of 
the paper pattern so the scroll may 
be re-traced again on the show-cards. 
If scrolls are made slowly they will 
appear stiff because it is the quick 
“swing” that makes them graceful. 
Take the card featuring ‘Ronson 
Repeater.” First the top and then 
the bottom picture were pasted on. 
Then two 8 in. squares were drawn 
in pencil for the reading matter. 
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Repeater 
Absolutely Safe — 


These squares were outlined in gray 
by using a yard stick to guide the 
hand. The tracing of the scroll work 
is the last operation which adds the 
finishing touches to the card. The 
lead pencil lines are then erased with 
a piece of artgum and the little si- 
lent salesman is ready to pull busi- 
ness. 

The beginner should know when 
to stop because too much “fancy 
work” cheapens instead of enhanc- 
ing the show card. The “Disston 
Saw” card shows just enough scroll 
work. Although there is plenty of 
room for more scroll work, the open 
spaces left make the card all the 
more attractive. 

Acquiring the “Swing” 

Graceful scrolls are the result of 
practice more than anything else, 
and it is just this practice that 
makes the beginner more proficient 
at lettering. Circles within circles, 
and ovals within ovals is the best 
way to acquire the brush “swing.” 
When making scrolls the brush 
should always be fully charged with 
color which should be well distrib- 
uted into the “heel” by working it 
backward and forward on a piece of 
paper. 

It is astonishing how a cluster of 
small circles done in bright colors 
or plain gray will improve the ap- 
pearance of the entire show-card. 


Plenty of Room Essential 
The beginner should remember 
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that whenever scroll work is used 
there should be plenty of room for 
it. A card filled with reading matter 
generally has no room for scrolls or 
fancy work. 

The Fourth Lesson 

This is the fourth chapter on the 
modern one-stroke Roman alphabet, 
covering capital and lower-case let- 
ters, N, O, P, Q, R. This gives the 
beginner really but two letters to 
concentrate on because there is very 
little difference between the capital 
letters O and Q, and P and R. It re- 
quires just six single strokes of the 
brush to complete the capital letter 
N. The letter O is constructed by 
the joining of two crescent strokes 
at left and right at top and bottom. 
It is also transformed into the letter 
Q by one short single curved stroke 
at the bottom. The capital letter P 
requires but four single strokes to 
complete. This letter is also trans- 
formed into the letter R by a fifth 
stroke forming the tail of the letter 
KR. 

The lower-case letters at the bot- 
tom of plate are much more simple 
and require fewer strokes than do 
the capital letters, excepting the let- 
ter o which is the same only smaller. 
The lower-case letter n is just one- 
half of the letter m, while the lower- 
case letter p is just the reverse of 
letter g. The letter r requires but 
five single strokes to complete. 

The series of exercise strokes 
shown on the plate are the impor- 
tant basic strokes used in the con- 
struction of these five letters. It is 
important for the beginner to prac- 
tice on these before attempting to 
copy the letters. 

Very few beginners realize the im- 
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Scrolls in this instance serve to emphasize 
the message 
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instalment of the one 


portance of a scientifically con- 
structed red sable, show-card, letter- 
ing brush. The writer is frank to 
admit that modern lettering tools 
have made these show-card articles 
practical and possible. When I stop 
to think of the great handicap I was 
up against in learning show-card 
writing some twenty-five years ago 
with long hair, irregular shaped, oil 
color lettering brushes which had to 
be trimmed and “broken-in’”’ before 
they would make any kind of a per- 
fect stroke, and compare those obso- 
lete brushes with the perfect, single- 
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ke Roman alphabet 


stroke water color brushes on the 
market to-day, one cannot help but 
have a good deal of admiration for 
the pioneer show-card writer. 

The writer’s experience in 
structing classes of over twenty-five 
beginners at show-card. writing 
proves that very often the fellow who 
writes a “very poor hand” makes a 
very good letterer. It all depends 
upon just how much time is devoted 
to practising. Consistent production 
is the only thing that leads to suc- 
cess in learning this profitable and 
important’ business aid. 


Increasing Washing Machine Sales 


FE.XHROUGH a little extra effort, 
the Lundquist Hardware Store, 
Willmar, Minn., is speeding up the 
sales of its washing machines. In 
one of the show windows there are 
two machines set up for display, one 
of the cheaper kind and one of the 
high grade electric outfits. Between 
them is the sign: “The new and 
easy way to wash. Give your wife 
improved machinery; it will increase 
her health and happiness.” Another 
sign says: “We sell new and second- 
hand washing machines. We take 
old machines in trade, and sell new 
ones on the easy payment plan.” 
Any machine bought at the Lund- 
quist store, the firm offers to keep 
in repair free of charge for one 
year. The old machines, taken in 
trade, are put in working order and 


repainted, and are then sold to cus- 
tomers who cannot afford to buy new 
machines. The old machines, in 
their overhauled condition, — sell 
readily for from $5 to $15. 

The firm also makes an effort to 
get in touch with all the newly mar- 
ried couples in the neighborhood. 
The young housekeepers of to-day 
want modern machinery, and they 
will buy washing machines sooner 
or later. Therefore it pays to go 
after them until a sale landed. 
Sometimes the Lundquist store of- 
fers a small premium to persons who 
supply five names and addresses of 
families that do not have washing 
machines. To these people advertis- 
ing literature is sent, and when a 
sale seems likely, a representative 
of the firm may call upon them. 


is 
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— The Friendly Road 


not the port to which it is bound. It 

seems that there is no steering device 
connected with thousands of human lives; or, 
if there is, it has long since gone to rust from 
misuse. Drifting is common among human 
mortals because it is the ever-widening path 
of least resistance. To steer for some definite 
port, for some special objective in life is diffi- 
cult, because it requires getting your bearings 
and holding fast against wind or current. So 
it is unpopular with many. It is better by far 
to choose a poor port of easy approach than 
no port at all—better to drop anchor on the 
South Sea Islands or live with the Hottentots 
rather than drift about leisurely until a 
cyclone comes up which ends the easy voyage. 


N: wind is favorable to a ship that knows 


* * * 


There are three necessary things to do in order 
to make a success. You must help the man be- 
low you. You must study to fill the job above 
you. You must throw your soul into the service 
where you are. 


A successful man must hold his hand out to the 
weaker ones, put his head to work for the higher 
ones, and shove his whole heart into his present 
position. He must be three-in-one. 

—The Silent Partner. 


. 


* * * 


There are too many men to-day who are 


hitching their wagons to stars. What the 
world needs is the man who aims at high ideals 
but keeps both feet on the ground. 


“A wild-eyed individual rushed into a store 
and shouted to the clerk lolling behind the 
counter, “Gimme a quarter’s worth of carbolic 
acid, quick.” 

“Sorry,” replied the accommodating clerk, 
“this here’s a hardware store, but we got a fine 
line of rope, razors and revolvers.”—Robinson’s 
Crusoe. 


It is all right to forget the past, providing you 
absorb some new thought to take its place. A 
business man should get up every morning with 
the resolution to learn something new and worth 
while before the day is over. 


When you read your newspaper each day, in 
eager, open-mouthed amazement, investing 
valuable hours in trying to keep abreast the 
important events and marveling that so much 
history can be made in a single day, remember 
that the entire story of the Creation is told in 
four hundred words. After all, there is some- 
thing to say for the man who reads only the 
headlines and first paragraphs—he may be 
more thorough than the person who devours 
everything in print and digests it indiscrimi- 


nately. 
* & * 


The pleasantest recollections in life are of the 
impossible things that have been done. 


* %* 


If a salesman’s thinking is not right his mer- 
chandising cannot be right. 


* * * 


In the business world “the survival of the 
fittest” means the survival of the company or 
merchant who renders the best service. Those 
of the species who are first exterminated are 
the ones who measure success by the scale of 
immediate returns rather than by stored-up 
good will. 


Captain Gorby says that, from his chin down, 
a man is worth $2 per day; from his chin up 
he is worth from $3 to $3,000 per day. Sounds 
like a hint to cultivate the top story, and let the 
feet just shuffle along. 


* * * 


The Time of Day I do not tell, 
As some do by the clock; 
Or by the distant chiming bell, 
Set on some steeple rock; 
But by the progress that I see, 
In what I have to do; 
It’s either Done o’clock to me, 
Or only Half-past Through. 
—Two Bits. 
* * * 

The survival of the fittest is only the survival 
of those who serve best. The man who performs 
no service has no logical reason to survive. ‘He 
is merely excess baggage. 


* + *& 


The man whom the world terms “lucky” is 
merely the one who is always prepared to grasp 
an opportunity when it presents itself. With two 
years to prepare, there are still men who are 
unprepared for prosperity. 
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EDITORIAL 


New Life for Some 


BRAZILIAN physician, Dr. Octavio F. 
Petroso, has invented a blood trans- 
fusion apparatus with which, he de- 
clares, he can restore life to the dead. 

The blood, pumped from the dead body, is 
sterilized and treated with a serum. It is then 
pumped back into the body, giving renewed life. 

As a contribution to science Dr. Petroso’s in- 
vention undoubtedly holds forth possibilities 
which may prove startling, but all of us this 
minute are less concerned with renewing the life 
which has gone than with revitalizing the life 
which is present. 

During the past year some business organi- 
zations have passed so far beyond that even this 
Brazilian could not bring them back. Others 
are in a state of what appears to be permanent 
coma, but there is still hope for them. Others 
have their eyes and ears open, but they see not, 
neither do they hear. They need to be pricked 
with the pin of hard work. And still a few 
others go on their way quietly, modéstly—keep- 
ing old customers sold, building foundations of 
faith in the hearts of prospects and getting the 
business. 

In the world of business there are many Dr. 
Petrosos, each with a peculiar ability in the 
restoration of life. There is Courageous Sales- 
manship—the kind which is honest, enthusias- 
tic and indefatigable. There is Studied Mer- 
chandising—the kind which is helpful, sincere 
and lasting. There is Judicious Advertising— 
the kind which is truthful, modest and con- 
structive. 

These three working together will always 
pave the way to success, provided the product is 
right. Only the dead ones in business can over- 
look this combination. And the man who has 
nothing in the way of service to offer the world 
can well scoff at this great triumvirate, for he 
is a dead one, whether he knows it or not. 


Take Off the Dark Glasses 


OMEONE onee said that being in business is 
like being one of the participants in a prize 
fight. You’ve got to do your darndest. If you 
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COMMENT 


don’t, the other fellow will lick you, and the 
crowd will help him make an exceedingly good 
job of it. 

Nobody likes a quitter. Nobody likes to do 
business with the fellow who whines in a minor 
key all day long. Everybody knows that busi- 
ness isn’t as good as it was some time ago when 
it was better than it is now. So far as that goes, 
that’s all there is to it. 

Sut it doesn’t go far enough. 

So throw away your dark glasses and go out 
and do the best you can. If you.and your strong- 
est competitor were being chased across a field 
by a bull, one of you might run faster than the 
other, but each would run as fast as he could. 
So don’t bother about what somebody else is 
doing. Move as fast as you can yourself. 


Guard Against Rust 


E is short of stature. His hair is gray and 

he wears a little gray beard. In spite of 
his ninety years he is vigorous and active. His 
name is Gustave Eiffel. 

Thirty-three years ago he finished the tower 
in Paris which bears his name, and he looked 
with satisfaction on the 7000 tons of iron which 
he had piled to a height of 985 feet. 

When asked recently if the Eiffel Tower would 
ever collapse, M. Eiffel said, ““No, it will never 
fall; it has never dropped even the smallest frac- 
tion of an inch; it stands to-day just as it was 
built. The only danger is from rust, and you 
will never find a speck of it on the frame-work ; 
we are continually going over it.” 

There, my friend, is a little sermon to which 
all of us can well give heed in these days in 
which we live. 

The rust which collects on a business institu- 
tion works its havoc, too. Business machines 
must be gone over continually, even if they are 
working up to capacity. The tiniest speck of 
rust is a sign of decay. The good will of old 
customers must be kept spotless, and the good 
will of potential customers must not be permit- 
ted to become rusty. 

Advertising—a little judicious advertising— 
will help to keep any business bright with en- 
thusiasm and shining with confidence. 
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Unique Pocket Knife Ad —Effective Store Papers— 
A Boost for Screens and Screen Doors 


Small, But Effective 


No. 1 (5 in. x 8 in.). 

Below is a page from the “Ha-Ha” 
Booster, the store paper published by 
the Minnehaha Hardware & Heating 
Co., Minneapolis, Minn. Although 
small in sheet size, and consisting of 
but four pages, the editor has packed 
in a great amount of store news and 
general interest matter. 

The page shown here will give an 
idea of the make-up, which we consider 
very good. The page is from the May 
issue, and notice was taken of Mothers’ 
Day. The whole front page was de- 
voted to suitable verse, and references 
to mothers will be noted on the page 
reproduced. A rather unusual feature 
of this number was the inctusion of 
four ads, on the back page, of local 
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REMEMBER US WHEN YOU NEEO 
Lawnmowers, Grass Catchers, Gard 
en Hose, Grass Seed, Extension Lad 
ders, Step Ladders, Wire Cloth, Screen 
Moulding. Screen Paint, Chicken Wire | 


EXCELSIOR FURNACES MAKES 
WARM FRIENDS. 
Mr White, our furnace expert 
» how to get it you 
a good furnac 
ed and guaranteed t 


Fence Wire, Garden Tools. 


| y install 
Phone orders promptly delivered— E 


don’t 
fall to see us 
We also put up Gutters and do re 
ork 
GOIN’ FISHING? 
Tackle” us for your Tackle 
Lincoln said, “all that t 
ot hope to be, I owe to my angel 
1.” and to her we are all debtors 
n fact, if we should have to pay the 
debt in fall, we would all be bank 
rupts 
2 STREETS—Well ai 
that the 
bas nothing on us | 


MINNEHAHA HARDWARE G HEATING COMPANY 
3740 Minnehaha Avenue 


“THE COMMUNITY STORE OF SERVICE” 


aay is rocky road to Dubiin™ | opera singer 


pah's wif 


a Scotia Is an 


Novia % 
Joan of Arc was N 








1—Here’s an interesting tie-up of store 
news and general interest matter 











IF ITS AN OIL STOVE 
WE HAVE IT 


STORE OF QUALITY NEWS": +2== 


IF ITS A LAWN” 
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NEWS OF INTEREST TO AND . 
ABOUT OUR CUSTOMERS 


How about one of those I.H.C. two- 
row Corn Planters with fertilizer at- 
tachment?We have them in stock. 
For those who have their corn plant- 
ed, do you need a Cultivator? We 
have them in all types and are pass- 
ing on to you a correct price. Come 
in and look them over. 

Herbert Morse of Quicks Bend, is 
putting his farm fences in order with 
a liberal amount of Barbed Wire 
which we sold him last week. 








We have a good supply of Hand 
Corn Planters which we are passing 
on to our eustomers these days. 

ctemmngptae 

Morris Abrams is stirring up the 
soil these days with an I.H.C. three- 
section Harrow that went home with 
him last Wednesday. 


It looks as though the crop of 
poultry this season would be “some 
crop,” by the way our customers are 
preparing. Recent buyers of poultry 
fense of us were D.-M. Bennett, L. 
J. Collins, ‘Howard Bartch and Eu- 
gene Keeler. 





Charles Stalford found, that he 
neede a Side Hill Plow to do the 
Plowing act, so he purchased of us 





one of those No. 126 Wiard Side- 
Hill sod busters. 


N. D. Snyder, Roy Blocher, James 
Taylor and Martin Blocher, all of 
Spring Hill, will plant their potatoes 
thiS season with one of those Iron- 
Age Potato Planters which we sold 
to them last week. 


Edward Osborne of LeRaygville, 
found a Crib and Mattress in our 
Furniture Department that will make 
sleep a pleasure for his youngster 
from now on. 








John L. Huffman of Wilmot, took 
advantage of our “back to earth” 
price on I.H.C. Lever Harrows one 
day last week. 

J. C. Baker of Colley, was in our 
store last Friday after Farm Hard- 
ware. One of his “buys” was one 
of those “Old Reliable Bailey Plows.” 

William God of Terrytown, treat- 
ed his kitchen floor to a new cover- 
ing of “Gold Seal Congoleum,” which 
we had the pleasure of selling to him 
one day last week. 


Samuel Strange of Prattville, was 
down last Friday after g load of fer- 
tilizer. He told us it was a Harrow 





John Stevens of North Spring Hill, 
is using a set of “Our Own Make” of 
Team Harness, that he found in our 
Harness Shop last Friday. 





Thomas Carroll of Lovelton was in 
town on Monday and, as usual, was 
in to see us. He came over after 
farm supplies. 


George Snyder of Elwell was in 
town on Monday and made us a call. 
He purchased of us 2 liberal supply 
of Farm Hardware and one of tose 
LH.C. Lever Harrows. Peat 








John Barnwell of Oak Hill tells us 
that he is tired of using plows for 
which repair paris are hard to ob- 
tain, so he purchased of us last Mon- 
day one of those No. 126 Wiard Side- 
Hills for which we carry constantly 
in stock a complete array of parts. 

Carlyn Shaner of Stevensvillé 
gave us a hurry call last Tuesday for 
a 9 x 15 Gold Seal Congoleum Rug. 





Edgar Jackson of Sugar Hill is us- 
ing an Oliver Plow to flop the sod 
which we sold to him last week. 


Last Monday Furman Johnson 
brought our sales of Harrows for this 
season up to fifty. Furman took 
home one of those I.H.C. Lever Har- 








he needed and we sold to it to him. 





rows. 
—— 


2—Dimock & Tiffany, Wyalusing, Pa., made their customers sit up by featuring them in 


the columns of their store paper 


firms, which were inserted gratis and 
at the request of the Booster folks for 
boosting the local community. 
is what we call the true western spirit. 


Another “Newspaper Store Paper” 


No. 2 (3 cols. x 7 in.). 


That 


news, and 
customer a 
will admit 


of customer news it makes a special hit 
with customers, 
names “in the paper.” 
that practically every item is customer 


for they get their 
It will be noted 


each item advertises both 
nd a hardware item. We 
that this is a forceful 


Here is a “newspaper store paper,” 
sent us by Dimock & Tiffany, Wyalu- 
sing, Pa. It appears in the local paper 
each week. The argument for this kind 
of a paper is that when it is made up 


method of advertising for small com- 
munities. We have counted up twenty- 
four customers mentioned in the items. 
It goes without saying that every cus- 
tomer will watch this ad for mention 
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Howard’s Hardware Gaze At 
“It’s All In Our Windows” 


NOTES OF SCREENLAND 


Did you see the cartoon in last Wednesday's Tribune? It 
was in two pictures representing the sudden and overwhelming 
increase of the fly pest, and we sant —_ to the point in very few 

ords. The titles were as follow 








“A Swat in Ly ~F (Say in May) 
“Will Save 99,999,999 in September” 


This is perfectly all right, as far as it goes, but it 
doesn’t go quite far enough. The best way to save the 
99,999,99 swats is to—keep the first fly out of the 
house, and the answer is WINDOW SCREENS. 

We sell them. In all sizes from 18x33 inches to 
30x60 inches, priced at from 55 cents fo $1.25. 

Metal Frame Screens, 70 cents to $1.80, less dis- 
count for quantity. 

Screen Doors in all popular sizes, $2.75 to $5.25. 

Also Wire Cloth in all grades and finishes. 

“Save the Swat—and you Save the Surface”— 
of everything in the house. 

For further particulars— 
SEE OUR WINDOWS 











3—Here is another of the unusual “gaze 
at” ads originated by William Ludlum of 
Howard’s 


of his own name and reference to his 
neighbors. Moreover, the items are 
well written, each giving a different 
twist to.avoid possible monotony. 

Dealers in small towns would do 
wei: to scrutinize this ad carefully and, 
through its appeal to the ever-present 
human desire to break into print, popu- 
larize their stores. 


Tying Up with the Windows 


No. 3 (2 cols. x 6 in.). 

This ad, sent us by William Ludlum, 
publicity man for Howard’s, Mt. Ver- 
non, N. Y., is one of a series designed 
to focus attention on the store’s win- 
dows. This particular ad is a novel 
presentation of screens and screen 
doors and wire cloth. The “Gaze At” 
in the heading is Mr. Ludlum’s ver- 
sion of “Gazette.” We think the words 
should be in quotation marks. These 
ads stimulated interest in the windows, 
and it is a desirable thing for every 
merchant to run a series of ads, getting 
folks acquainted with the fact that 
changing window displays afford an 
easy means of shopping. 


Effective and Economical Display 


No. 4 (3 cols. x 10 in.). 

The outstanding feature of this ad 
is its display. By making the knives 
form a border, an impressive display 
is secured of many styles and yet 
plenty of room is left for the text. 
Any other display with the same num- 
ber of cuts would have made it impos- 
sible to use as much text or to have 
made the ad so readable. 

The copy is a good send-off for the 
line, and the reader knows, after fin- 
ishing the ad, that here is a store that 
will supply any need for pocket cutlery. 
This ad appeared in a special news- 
paper section published by the Kidd- 
Bossinger Hardware Co., Little Rock, 
Ark., upon which we recently made 
comments. 

G. W. Walton Hardware Co., Beaver, 
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Pa., sent us a very strong ad on “Root- 
ing for Your Home Town.” The ad 
pictured a baseball player, and put the 
fellow who roots for the home team’s 
rival in the same category as the man 
who lives in a town and roots for out- 
of-town merchants. The ad was signed 
and paid for by the local merchants 
comprising the Merchants’ Association. 
Mr. Walton states that he has been a 
close reader of this department for 
several years and has found it “mighty 
interesting.” 

We have received from Winkler 
Bros., Holdingford, Minn., a copy of 
their Hardware News, which was is- 
sued as a supplement to the Holding- 
ford Advertiser. This is a very effec- 
tive piece of publicity and comprised 
four full newspaper pages, which, in 
the field of weekly newspapers, is really 


71 


an achievement. To the best of our 
knowledge, we do not recall for years 
past any such ambitious advertising 
effort on the part of an advertiser in 
a weekly newspaper. 

Sanders Bros., Pawnee, Ohio, sent 
us a copy of the Pawnee Advertiser, 
and state they noted our recent com- 
ments on the co-operative store paper. 
They tell us that the Advertiser, which 
is co-operative, is now in its third 
year, which proves the idea, while good, 
is not new. The Advertiser is well 
arranged, though we think with the 
style of composition used a light border 
should be run around each page. The 
text is good. The back page is devoted 
to humor. This is too great a propor- 
tion for four pages. Cut it down by 
half and distribute it through the 
whole issue. 





purpose. 
ULSTER BRAND. 


100% 
wWwovesare 





“ULSTER” 


Brand Pocket Knives 


America’s Standard of Fxcel- 
lence in Pocket Cutlery 


One of the oldest lines 
in the United States— 
this is one of the quality 
lines on which Kidd- 
Bossinger has built 
their success. : . : 


“Ulster” includes a wide variety of pat- 
terns from the most delicate pearl-handled 
ladies’ knife, to the most rugged Barlows— 
a price for any purse—but only One Quali- 
ty and that the Best—a knife for 
Insist that your dealer show you 


221-223 EAST MARKHAM ST. 


Litt LE ROCK, ARKANSAS 








every 











4—The border of pocket knives makes an effective background for the text 





of this ad 
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Metal Branch of National Association Meets 


Important Problems Discussed at Eleventh 


Annual Meeting Held at Cleveland, June 9-10 


7 ARIOUS problems affecting the dis- 
tributors of sheet steel, tin plate 
and other products handled by sheet 
metal and hardware jobbers were dis- 
cussed at the eleventh annual meeting 
of the metal branch of the National 
Hardware Association held at the Stat- 
ler Hotel, Cleveland, June 9 and 10. 
This meeting was attended by abort 
100 members, including sheet steel 
manufacturers, hardware jobbers and 
other distributors. Business conditions 
were touched on by a number of speak- 
ers, who told of the improvement in 
trade and predicted good business for 
some time to come. 

The topic that seemed to arouse the 
most interest from a distributor’s stand- 
point and caused complaint on the part 
of jobbers, was the practice of sheet 
mills in taking less than carload lot 
orders from jobbers’ customers at the 
same price charged jobbers for car lots. 
Efforts will be made to have mills 
change their practice in this respect. 


Conservatism Urged 


The meeting was addressed briefly by 
A. H. Decatur, Boston, president of the 
National Hardware Association. He 
spoke of the unsatisfactory business 
conditions during the past year, but 
declared that the tide has turned. At 
a meeting of the executive committee 
of the National Hardware Association, 
June 8, he said all members represent- 
ing all sections of the country reported 
that there had been a wonderful change 
for the better in business during the 
past sixty days. Mr. Decatur urged 
manufacturers to be conservative and 
not dump goods on the market at a 
loss. They should devote their energies 
to moving those lines for which there 
is a demand. He predicted a long 
period of active business and a five- 
year period of decline in manufacturing 


New. Harper & McIntire Ware- 
house 


The Harper & McIntire Co., Cedar 
Rapids, Iowa, announced the opening 
of a new hardware wholesale house 
through an advertising program cover- 
ing twenty-four pages in a recent issue 
of the Evening Gazette of that city. 
The Har-Mac Cedar Rapids Expansion 
Edition, as it was called, touched the 
entire gamut of the advertising scale, 
from recounting comic sales experi- 


ences to an outline of the chronological . 


history of the firm’s forty years’ serv- 
ice to the dealers in that region. Edi- 
torials by the heads of the concern, 
pictures of its several buildings and of 
prominent men making up its per- 


costs and prices. Mr. Decatur urged 
manufacturers to depend more on job- 
bers for the distribution of their goods. 
He advised them to keep a record of 
their expenses of distribution in front 
of them in order to see how much 
cheaper the jobber can distribute their 
merchandise. This extra expense 
money spent by the manufacturer for 
distribution should be given the jobber. 


Allowing a Reasonable Profit 


William E. Manning, Youngstown 
Sheet & Tube Co., discussed “The mar- 
keting of steel products on a basis that 
would allow a reasonable profit to job- 
bers and manufacturers.” He said that 
in 1921 manufacturers tried to do a 
large volume of business, regardless of 
cost of manufacture. Jobbers sold at 
prices too low to cover the cost of con- 
ducting their business. A jobber should 
not do business at a loss to keep his 
trade because a competitor is doing it. 
Both manufacturers and jobbers should 
put their prices on a basis that will give 
them a profit. 

The condition of the sheet steel mar- 
ket was discussed briefly by a number of 
mill representatives who complained of 
a labor shortage and said costs are in- 
creasing. This discussion brought out 
a number of opinions and a shortage of 
sheets was predicted. 

Some one asked if the reduction in 
freight rates. July 1 will bring down 
sheet prices. L. D. Mercer, of the 
United Alloy Steel Corporation, replied 


‘that figures show that the production 


costs of sheets will be $12.25 per ton 
higher on July 1 than:on Jan. 1 last, or 
more than three times the amount of 
the saving in the freight rate reduction. 

A. W. Howe, G. M. & L. A. Osborn 
Co., Cleveland, discussed the proper dis- 
tribution of sheet metal products and 
suggested the appointment of a com- 
mittee on a code of ethics for bringing 





sonnel, together with valuable informa- 
tion for hardware merchants, com- 
prised the features of what was prob- 
ably the largest volume of advertising 
ever attempted in those parts. 

The warehouse is modern in every 
detail and nothing has been neglected 
to make it complete and efficient. Con- 
struction is of concrete framework with 
brick and tile walls. Steel sash is 
used exclusively, and all doors between 
compartments have auxiliary fire doors 
making the structure entirely fireproof. 
A 20,000 gal. storage tank is connected 
with a sprinkler system to insure 
against repetition of the fire of 1912. 

C. S. Harper, president of the firm 
in the advertising programs advises 
dealers that “the salesman’s interest 


mills and jobbers together to work out 
problems of distribution. 

S. H. Wolff, Illinois Zinc Co., speak- 
ing on zine and zinc roofing, said that 
zine roofing products are now meeting 
with considerable favor among archi- 
tects and builders, and that five or six 
manufacturers are now making zinc 
shingles. 

The effect of the decision of the Su- 
preme Court in the Winsted Hosiery 
case as it applies to products distributed 
by sheet metal jobbers, was discussed 
by M. L. Lissberger, representing the 
Solder & Bearing Manufacturers Asso- 
ciation. A committee was appointed to 
consider questions of branding received 
by Mr. Lissberger. 

Later this committee presented a re- 
port expressing the opinion that the 
sale of any article which is misbranded 
is in violation of the law and recom- 
mended that copies of the Supreme 
Court decision be sent to members and 
all members be advised as to the desira- 
bility of protecting themselves by re- 
ceiving a guarantee of indemnification 
from their sources of supply. 


Election of Committee 


As the result of the election which 
took place, W. H. Donlevy was re- 
elected chairman of the branch. ‘The 
following members of the metal com- 
mittee were elected to serve three 
years: Fred L. Greely, the Herrick 
Co., Boston, Mass.; F. O. Schoe- 
dinger, Columbus, Ohio; Clifford E. 
Pierce, Betz-Pierce Co., Cleveland, 
Ohio; John Follansbee, Follansbee Bros. 
Co., Pittsburgh, Pa.; L. D. Mercer, 
United Alloy Steel Corp., Canton. Ohio; 
G. F. Ahlbrandt, American Rolling Mill 
Co., Middletown, Ohio; F. J. MeNcive, 
W. E. Potts Son & Co., Inc., Philadel- 
phia, Pa. Walter C. Carroll, Inland 
Steel Co., was elected for two years to 
serve an unexpired term. 


lies in the prosperity of the merchant; 
between two men whose business inter- 
ests are alike there should be frank 
confidence and cooperation.” In an- 
other place Mr. Harper admonished the 
retailer that “he will fill an obligation 
in the field of American business, if he 
will broadcast the propaganda ot 
prompt payments among his customers. 
Security and capital have been of little 
value of late, the situation resolving 
itself, not into what a man has but 
what he has to pay with that counts. 
Dealers are urged to keep within the 
terms of their agreements, and the 
merchant who will do his full share in 
solving the credit problems of the day, 
is he who will give most diligent atten- 
tion to his collections.” 
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Senate Puts Peak Tariff Rates on Cutlery 


HARDWARE AGE 


Highly Protective Duties Adopted to Bar Low Grade 
German Goods—Finance Committee Makes 
Concessions in but Few Cases 


WASHINGTON, June 19, 1922. 


r / WHE United States Senate has em- 
ployed a stepladder in writing 
into the pending tariff bill the 

rates on cutlery, to quote a facetious 
Southern Senator with free trade lean- 
ings. The majority leaders, however, 
defend the high rates of this section of 
the iron and steel schedule on the 
ground that they are absolutely neces- 
sary, not only to prevent foreign coun- 
tries, especially Germany, from dump- 
ing cheap goods on to the American 
market, but also to put American pro- 
ducers of high-grade wares on an equal 
footing with their European rivals. 

The Finance Committee has tackled 
some pretty tough problems in the con- 
sideration of the tariff bill, but in no 
case has it met with a more perplexing 
situation than exists to-day with re- 
spect to German competition with 
American producers of pocket knives, 
table cutlery, scissors and shears and 
razors of all descriptions. 

The committee anticipated a heated 
wrangle over the cutlery rates. Owing 
to the extraordinary condition of for- 
eign exchange, and especially the low 
valuation of the German mark, the com- 
mittee had deemed it necessary to 
adopt relatively high rates to prevent 
the flooding of the domestic market 
with German goods of inferior qual- 
ity imported and sold at little, if any, 
Profit, evidently in the hope of destroy- 
ing competing American producers. 

The minority members of the Finance 


By W. L. CROUNSE 


Committee with some assistance 
low tariff Senators on the floor sav- 
agely attacked these high rates and 
employed them as a text in a general 
assault upon the pending tariff meas- 
ure. 

The first of the cutlery paragraphs 
as reported by the Finance Committee 
provided as follows: 

Par. 354. Penknives, pocketk 

clasp knives, pruning knives 

ding knives, erasers, 

knives, and all knives by 

name known, including such <4 

denominatively mentioned i 

Act, which have folding or other 

than fixed blades or attachments, 

valued at not more than 40 cents 
per dozen, 2 cents each and 60 per 
centum ad valorem; valued at more 
than 40 and not more than 50 cents 
per dozen, 5 cents each and 60 per 
centum ad valorem; valued at more 
than 50 cents and not more than 
$1.25 per dozen, 12 cents each and 

60 per centum ad valorem; valued at 

more than $1.25 and not more than 

$3 per dozen, 20 cents each and 60 

per centum ad valorem; valued at 

more than $3 and not more than $6 
per dozen, 30 cents each and 60 per 
centum ad valorem; valued at more 
than $6 per dozen, 50 cents each and 
60 per centum ad valorem; blades, 
handles, or other parts of any of the 
foregoing knives or erasers shall be 
dutiable at not less than the rate 
herein imposed upon knives and 


and 60 per cen 


Sin 


graph, when imported, 
the name of the maker or jp 
and beneath the same the 
the country of orig 
spicuously 

shank or tang 

practi 


tnereotr. 


McCumber Makes Concession 

When the above 
called up by Chairman 
announcement 
Finance Committe 
Gcduce the specinc 
at more than $6 
cents each to 40 
valorem rate at 60 per 
inally reported by 
Senator Jones of 
the most 


Se ee 
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the Finance Committee, immediately 
attacked the entire cutlery schedule. 

Replying to Senator Jones’ attack on 
the cutlery schedule of the bill, Senator 
McLean of Connecticut, who appeared 
as the champion of the domestic in- 
dustry, declared that hé thought that 
the Senator from New Mexico confined 
his specific objections to the cutlery 
rates to the 5 cent knife because of lack 
of information on the subject, and 
added that if a sample of that knife 
were laid before the Senate even the 
minority members would vote for an 
embargo against any importation of 
that particular article. 


Condition of Cutlery Industry 


“At the present time,” said Senator 
McLean, “there are twenty-seven fac- 
tories—that is, factories making pocket- 
knives—in the United States. They 
are located in Connecticut, New York, 
Pennsylvania, Ohio, New Jersey and 
Massachusetts. During the year 1921 
they operated on a basis of one-third 
of production capacity. Of the twenty- 
seven factories above enumerated, all 
but two have been engaged in the 
manufacture of pocket knives for many 
years, and the competition has been 
and is exceedingly keen in this indus- 
try. The twenty-five factories have a 
total investment of something over 
$7,000,000, and in 1921 they aggregated 
an operating loss for the year of $664,- 
600. Sales dropped from $11,000,000 in 
1920 to $3,800,000 in 1921. 

“The figures of the imports of these 
articles show that this industry is be- 
ing buried alive. Let us take the re- 
cent importations. The importations 
of pocket knives during the month of 
March, 1922, were 100,256 dozen, an 
increase of imports over March, 1921, 
of 56,000 dozen. For the nine months 
ending March 31, 1922, the importa- 
tions of pocket knives 
dozen, an increase over the correspond- 
ing period of the year before of 326,- 
937 dozen, or 103 per cent. 


Imports Twice Current Sales 


“T call the attention of the Senator 
from New Mexico to this, that, figured 
at the March rate of importations, the 
annual imports would total 1,203,000 
dozen, or more than twice the total 
sales of American pocket knives during 
the year 1921. When we come to the 
more recent importations, we find that 
in April of this year. there were im- 
ported 123,000 dozen, an increase of 25 
per cent over the March imports. 

“TI do not intend to occupy the time 
of the Senate a great while in explain- 
ing the necessity for these rates. They 
are not what the manufacturers asked 
for by any manner of means. Some of 
these concerns are located in Connecti- 
cut, and I was interested in getting 
them a reasonable protection. I told 
the committee that I wanted the ex- 
perts who were familiar with this line 
of goods to get the prices, foreign and 
comestic, and equalize as nearly as 
they could the difference in the produc- 
tion costs. So far as I was concerned, 


were 644,000. 
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that was all I asked for, and I want 
the Senate to understand that that is 
all I want as to any article contained 
in this tariff bill. 


Industry is Being Destroyed 


“This particular industry, as I have 
said, is being destroyed, and unless 
something is done, and done right 
away, the manufacturers of these ar- 
ticles will be driven out of business, 
because it is evident that this industry 
in Germany is united. They have de- 
termined to make an onslaught on the 
penknives, the razors, and the scissors 
that we make in this country. 

“Most of these imports come from 
Germany although a few special knives 
come from England. If the Senator 
from New Mexico had studied the Rey- 
nolds report made to the Finance Com- 
mittee he knows that these rates are 
more than justified. Take for example 
the first item of cutlery in the Rey- 
nolds report. The foreign valuation is 
$4.48 a dozen yet the same selling price 
of the comparable domestic article is 
$12 a dozen and so on down the list. 

“In the matter of item No. 665, the 
domestic landed price was $1.12 a 
dozen. The selling price of the com- 
parable domestic article was $4.67 a 
dozen, so the difference would be 317 
per cent. 

“Item No. 6066 is the pair of knives 
I have in my hand. The landed cost, 
without duty, according to the Reynolds 
report—which is the report, as_ the 
Senator knows, upon which we based 
our rates tentatively—was $5.75 a 
dozen. The landed price of that knife 
in April was $2.55 a dozen. Three hun- 
dred and fifty per cent would not cover 
the difference. 


Nearly All Grades Made in U. S. A. 


“T would like to have senators look 
at all the knives I have on my desk, 
and if they will I think they will rea- 
lize that the only knife of which there 
is not a comparable article produced 
in this country is the knife that is im- 
ported at 25 cents or less per dozen. 
I think it must be clear to senators that 
the cheap trash which comes into this 
ccuntry in the first place ought not to 
be permitted to come at all, but if it 
does it should bear the same compara- 
tive rate of duty that the other classes 
bear, and that is all we have asked for. 

“I could complete this list and call 
attention to knife after knife. Here 
is No. 5611, the landed cost of which 
is $10.20 a dozen. The American sell- 
ing price of the comparable article is 
$24.50. The landed price of the next 
one is $7.51 a dozen. The comparable 
domestic price is $17.05 a dozen. 


Import on Five Per Cent Margin 


“I will say that the profit allowed, 
both on the foreign knife and on the 
domestic knife, in estimating these 
rates, was 20 per cent. It has been 
brought to my attention, and I do not 
believe it can be disputed, that some of 
the large importing houses, like Hen- 
kel’s, who have a large factory in Ger- 
many and a large store in this coun- 
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try, import these knives at not more 
than 5 per cent, just enough to cover 
the carrying charges, and that as a re- 
sult of this competition they have 
driven the American producer entirely 
out of the market. The domestic pro- 
ducers’ storehouses contain large quan- 
tities of goods which they cannot sell, 
and they will have to go out of busi- 
ness entirely unless they can get ade- 
quate protection.” 

After further discussion, Senator 
Jones of New Mexico moved to strike 
out the specific duty of 2 cents each on 
knives valued at not more than 40 cents 
per dozen but on a rll call this motion 
was defeated by a vote of 36 to 15. 

Senator Jones then undertook to 
eliminate the specific duty of 5 cents 
each on knives. valued at from 40 to 50 
cents a dozen but this also was rejected 
hy a vote of 36 to 16. 


Jones Amendments Defeated 


Not discouraged at his poor success, 
Senator Jones endeavored to strike out 
the specific duties included in the vari- 
ous brackets of paragraph 354 but all 
ris motions were rejected. A vote was 
then taken on paragraph 354 as 
amended with the specific rate on 
knives valued at more than $6 per 
dozen reduced from 50 cents each to 40 
cents each and without the formality 
of a roll call the provision was adopted. 

The Senate then took up paragraph 
355 as originally amended by the 
Finance Committee but after severe 
criticism by Senator Underwood of 
Alabama, the minority leader, and by 
Senator Jones of New Mexico, it was 
withdrawn, the rates reduced somewhat 
and again offered in the following 
form: 

Par. 355. Table, butchers’, carv- 
ing, cooks’, hunting, kitchen, bread, 
cake, pit, slicing, cigar butter, vege- 
table, fruit, cheese, canning, fish, car- 
penters’ bench, curriers’, drawing, 
farriers’, fleshing, hay, sugar-beet, 
beat-topping, tanners’, plumbers’, 
painters’, pallette, artists’, shoe, and 
similar knives, forks, and steels, and 
cleavers, all the foregoing, finished 
or unfinished, not specially provided 
for, with handles or mother-of-pearl, 
shell, ivory, deer, or other animal 
horn, silver, or other metal than 
aluminum, nickel silver, iron, or 
steel, 20 cents each; with handles of 
hard rubber, solid bone, celluloid, or 
any pyroxylin, casein, or similar ma- 
terial, 10 cents each; with handles 
of any other material, if less than 4 
inches in length, exclusive of handle 
2 cents each; if 4 inches in length or 
over, exclusive of handle, 10 cents 
each; and in addition thereto, on all 
of the foregoing, 45 per cent ad 
valorem; any of the foregoing with- 
out handles, with blades less than 6 
inches in length, 2 cents each and 
45 per cent ad valorem; with blades 
6 inches or more in length, 10 cents 
each and 45 per cent ad valorem: 
Provided, That all articles specified 
in this paragraph, when imported, 
shall have the name of the maker or 
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purchaser and beneath the same the 
name of the country of origin die 
sunk legibly and idelibly upon the 
blade in a place that shall not be 
covered. 


Letter from Cutlery Importers 


After a little desultory discussion 
Senator Jones read to the Senate the 
following letter prepared by the Cut- 
lery Importers’ Association, dated New 
York City, May 29, 1922, and signed 
by Adolph Kastor. Edw. Grafmueller 
and Herman Kind: 

“Dear Sir: Referring to the consid- 
eration of the tariff bill H. R. 7456 and 
the rates suggested by the Senate 
Finance Conimittee on cutlery in para- 
graphs Nos. 354, 355, 357, and 358, we 
beg to call your attention to the actual 
conditions prevailing to-day in the cut- 
lery industry in Germany. From re- 
liable information and from the _in- 
voices received recently prices for cut- 
lery in Germany have changed mate- 
rially in the past thirty days, so that— 

“Pocket knives cost to-day from 10 
per cent to 30 per cent more than the 
prevailing pre-war price, namely, 1914. 

“Scissors range from 5 per cent to 
25 per cent higher than pre-war prices. 

“Razors range from 10 per cent to 
25 per cent higher than pre-war prices. 

“Table cutlery, butcher knives, and 
kitchen knives range from 15 per cent 
to 40 per cent higher than the pre-war 
prices. 

“Pocket knives: Present duty, re- 
spectively, 35 per cent and 55 per cent; 
under Payne-Aldrich bill the duty aver- 
aged 76 per cent; under Senate Finance 
Committee bill under consideration on 
goads costing in foreign value less than 
$3 per dozen, 186 per cent; on all pocket 
knives, duty averages on foreign value 
165 per cent. 

“Scissors: Present duty, 30 per cent; 
under Payne-Aldrich bill, average duty, 
56 per cent; under Senate Finance Com- 
mittee bill duty averages in foreign 
value under $1.75 per dozen, 229 per 
cent; all scissors, average duty 190 per 
cent. 

“Razors: Present duty, 35 per cent 
and 55 per cent; under Payne-Aldrich 
bill, average duty 88 per cent; under 
Senate Finance Committee bill, aver- 
age duty 258 per cent. 

“In giving the separate average of 
pocket knives under $3 per dozen, we 
take into consideration the fact that 
the large percentage of imports range 
under $3 per dozen and on scissors 
under $1.75 per dozen, so that the 
higher percentage of duties prevails 
in most cases. 

“This is an increase on pocket knives 
over the Underwood bill of over 130 
per cent. 

“This is an increase on pocket knives 
over the Payne-Aldrich bill of nearly 
110 per cent. 

“This is an increase on razors over 
the Underwood bill of over 200 per 
cent; and is an increase on razors over 
the Payne-Aldrich bill of over 170 per 
cent. 

“This is an increase on scissors over 
the Underwood bill of nearly 200 per 
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cent and an increase on scissors over 
the Payne-Aldrich bill of over 170 per 
cent. 

“For your further consideration, as 
Ainerican manufacturers, being fully 
conversant with the cost of production 
in American factories, we can state 
that actual production prices on cutlery 
in these factories to-day range about 
50 per cent over and above pre-war 
period, and so as to equalize the duty 
on imported merchandise as against 
American merchandise, it would only 
be necessary to add 25 per cent to the 
duty in the Underwood bill, or to add 
10 per cent to the Payne-Aldrich bill 
so as to cover any difference in the cost 
of production in Germany as against 
the cost of production in the United 
States. 

“There is also cutlery produced in 
Czecho-Slovakia, and the prices to-day 
in that country are 50 per cent to 100 
per cent higher than they were in 1914, 
so that the present duty would be 
ample to protect the American industry 
on goods emanating from that country. 

“English cutlery, judging from re- 
cent quotations, ranges from 50 to 100 
per cent higher than pre-war prices 
and the actual cost in Sheffield, Eng- 
land, of all cutlery is as high without 
any duty thereon as similar articles of 
American manufacture are sold in this 
country. 

“The enactment of the Senate 
Finance Committee’s rates on cutlery 
would be prohibitive on almost all 
classes of imported merchandise, and 
we hope that the rates will be lowered 
so as to allow cutlery to be continued 
to be imported.” 


Importers Are Also Manufacturers 


In presenting this letter, Mr. Jones 
declared that it was entitled to special 
consideration for the reason that al- 
though the houses represented by the 
signers were importers they also manu- 
factured cutlery in this country. In 
commenting upon the letter, Senator 
McLean said: 

“The Senator from New Mexico 
knows that in fixing these rates the 
Finance Committee have paid very 
little attention to what the American 
manufacturers have said or reported. 
We have relied upon the custom house 
reports, and the prices procured by the 
sixty men who were appointed for that 
purpose and paid by the United States. 
Upon those figures we based our rates. 
They are much less than the trade re- 
quires; and every time that a letter 
is read here from an American manu- 
facturer, its authority is at once ques- 
tioned on the other side of the Chamber. 

“T want to say to the Senator from 
New Mexico that if the men who wrote 
this letter had given him the proportion 
of their interest in imported goods as 
compared with domestic goods, the 
letter would have very little effect upon 
the Senate. I will say further that it 
is my judgment that the American 
factories in this country owned by these 
very men are running on short time to- 
day, and that their importing business 
has been exceedingly profitable. I 
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know I had a knife shown me the other 
day, which was a very fine knife, 
that cost something like $1.75 or $2 in 
Germany, and was sold in this country 
for $8.50, and the man who bought it 
had the receipt. 


American Manufacturer Has No 
Market 


“They are making enormous profits 
on these imported articles. They are 
buying them so cheaply that the Ameri- 
can manufacturer has no customer for 
his goods. The Senator must remember 
that the American producer must rely 
upon these jobbers for a purchaser for 
his goods; but they buy these foreign 
goods at such prices and they can sel] 
them at such profits that the American 
manufacturer has no market at all as 
long as these enormous importations 
can be made.” 

Senator Jones thereupon offered sev- 
eral amendments providing reductions 
in the rates on paragraph 355 all of 
which were rejected, after which the 
paragraph was adopted in the form in 
which it appears above. 

When paragraph 356 was reached, 
Senator McCumber offered a brand new 
amendment reducing the rate original- 
ly recommended by the Finance Com- 
mittee from 45 per cent ad valorem 
to 20 per cent. This amendment was 
adopted and the paragraph was written 
into the bill in the following form: 


Par. 356. Planing-machine knives, 
tannery and leather knives, tobacco 
knives, paper and pulp mill knives, 
roll bars, bed plates, and all other 
stock-treating parts for pulp and 
paper machinery, shear blades, cir- 
cular cloth cutters, circular cork 
eutters, circular cigarette cutters, 
meat-slicing cutters, and all other 
cutting knives and blades used in 
power or hand machines, 20 per cent 
ad valorem. 

Rates on Shears and Scissors 


On behalf of the Finance Committee 
Senator McCumber also reported some 
new amendments to paragraph 357 
which, after considerable debate, was 
adopted in the following form: 


Nail, barbers’ and animal clippers, 
pruning and sheep shears, and all 
other scissors and other shears and 
blades for the same, finished or un- 
finished, valued at not more than 50 
cents per dozen, 4 cents each and 45 
per cent ad valorem; valued at 
more than 50 cents per dozen, 20 
cents each and 45 per cent ad 
valorem. 


To this paragraph the Finance Com- 
mittee also appended the usual provi- 
sion requiring the imported goods to 
show the country of origin, a provision 
that will apply to the entire cutlery 
schedule. 

Senator Jones protested against what 
he characterized as the high rates pro- 
vided for this paragraph declaring that 
the foreign value of this type of mer- 
chandise was steadily increasing there- 
by making it unnecessary to employ 
high duties for protective purposes to 
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which protest Senator McLean replied: 

“Let me call the attention of the 
senator to the imports of scissors for 
the four months of January, February, 
March and April, 1922. I now read 
from customs reports. These are not 
estimates given by importers. In Janu- 
ary there were imported 54,000 dozen 
of them in round numbers, at a price 
of $50,000, a little less than $1 a dozen; 
in February, 1922, we imported 62,000 
dozen, in round numbers, of a value of 
$64,000. That was a slight increase. 
In March, 1922, we imported 60,000 
dozen, in round numbers, at a price of 
$55,000. In that instance there was 
quite a decrease in the price. In April, 
1922, we imported 59,115 dozen, at a 
price of $60,813. That shows a very 
slight increase. 

Upon taking up paragraph 358, cov- 
ering razors, Senator McCumber an- 
nounced that the Finance Committee 
had agreed to several amendments re- 
ducing the rates from those originally 
reported to the Senate. The amend- 
ments provide rates as follows: 


The Razor Duties 


Par. 358. Safety razors, and 
safety-razor handles and frames, 
10 cents each and 30 per cent ad 
valorem; razors and parts thereof, 
finished or unfinished, valued at less 
than 75 cents per dozen, 20 cents 
each; valued at 75 cents and less 
than $1.50 a dozen, 30 cents each; 
valued at $1.50 and less than $3 per 
dozen, 35 cents each; valued at $3 
and less than $4 per dozen, 40 cents 
each; valued at $4 or more per 
dozen, 50 cents each; and in addition 
thereto, on all of the foregoing, 50 
per cent ad valorem. 

In explanation of the rates fixed by 

this paragraph, Senator McCumber 
said: 
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“Prior to the war there were being 
imported into this country an immense 
quantity of very cheap razors that 
were made for sale, not for shaving. 
Here is an example of one of the razors 
that came into the country, and were 
used mostly by those stores which ad- 
vertised that for a given number of 
coupons upon purchases at that par- 
ticular store there would be presented 
to the purchaser a razor. It is rather 
a nice looking instrument to the view, 
but it was never intended to shave, and 
never would shave anything. 

“It is an absolutely worthless thing; 
and if we could have a high enough 
duty to exclude it entirely I think it 
would be a benefit to the American 
purchaser. It is not even fit for corns. 
It would not shave anything more than 
the first attempt. It is made out of 
Bessemer steel, which is all right to 
make steel rails, but is absolutely unfit 
as a steel from which to make razors. 
It may be that the duties which we 
propose are somewhat high upon those 
razors that ought to be excluded en- 
tirely.” 

Mr. McCumber then took up the 
higher grade razors and instituted a 
comparison between the imported Ger- 
man products and those made in the 
United States. He said: 

“Taking the razors imported from 
Germany at more than $3 and less 
than $4, the duty on which is 40 cents 
each and 50 per cent ad valorem, the 
foreign value is $3.53, the landing cost 
is 18 cents, the specific duty would 
amount to $4.80, and the ad valorem 
duty would amount to $1.77. That 
would make a landed cost, without 
overhead or profit, of $10.28. Plus 20 
per cent, which we have allowed for 
overhead and profit, or $2.30, it would 
give those razors a selling price in the 
American market of $12.58. The sell- 
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ing price of the comparable American 
article is $14.05, so that this duty 
would fall short of giving proper and 
full protection. 

“Take the German razor valued at 
over $4 per dozen. The duty is 50 
cents each and 50 per cent ad valorem. 
On the average of all of these, the 
foreign value is $5.94. The landing 
cost is 51 cents, the specific duty is 
50 cents each, amounting to $6 on the 
dozen, and the 50 per cent ad valorem 
would be $2.97. That would make it 
$15.42, and if we allowed them 20 per 
cent profit and overhead, which would 
amount to $3.08, it would bring the 
article up to $18.50 per dozen, while 
the domestic article is selling for a lit- 
tle less than that, namely, $17.30 per 
dozen. With a little less than 20 per 
cent, the article would sell for about 
the same. The English product would 
be brought to above the selling price 
of the American product, $15.74 for the 
English article landed, the domestic 
article selling for $13.20. 

“This gives a general view of the 
proposed duty and its effect upon the 
general classes of imported razors.” 

The rates adopted in connection with 
the paragraphs referred to, though in 
many cases lower than those originally 
agreed upon by the Finance Commit- 
tee, are in most cases substantially 
higher than the rates of the House bil!. 
Final adjustment, therefore, will have 
to be made by a conference committee 
that will be appointed to harmonize 
the diverse provisions of the House 
and Senate drafts of the bill. 

There is reason to believe that the 
conference committee will incline 
toward the higher rates of the Senate 
bill, especially as those rates have been 
adopted on the basis of the latest avail- 
able information, whereas the House 
bill was framed more than a year ago. 


Coming Hardware Conventions 


NATIONAL RETAIL HARDWARE ASSOCI- 
ATION CONVENTION, Chicago, IIl., June 
19, 20, 21, 22, 23, 1922. Headquarters, 
Hotel Sherman. Herbert P. Sheets, 
secretary-treasurer, Argos, Ind. 

WESTERN RETAIL IMPLEMENT AND 
HARDWARE CONVENTION, Kansas City, 
Jan. 16, 17, 18, 19, 1923. H. J. Hodge, 
secretary, Abilene, Kan. 

TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
23, 24, 25, 1923. A. M. Cox, secretary, 
822 Dallas County Bank Building, Dal- 
las. 

WEST VIRGINIA HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Huntington, Jan. 30, 31, Feb. 1, 1923. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Indianapolis, Jan. 30, Feb. 1, 2, 
1923. G. F. Sheely, secretary, Argos, 
Ind. 


WISCONSIN RETAIL HARDWARE AS- 
SOCIATION, Milwaukee Auditorium, 
Feb. 7, 8, 9, 1928. P. J. Jacobs, secre- 
tary-treasurer, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Feb. 12, 
13, 14, 15, 16, 1923. Sharon E. Jones, 
secretary, 1314 Fulton Building, Pitts- 
burgh. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Cleveland, 
Feb. 13, 14, 15, 16, 1923. Exhibition in 
the new Municipal Hall. James B. 
Carson, secretary, 1001 Schwind Build- 
ing, Dayton. 

ILLINOIS RETAIL HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 13, 14, 
15, 1923. L. D. Nish, secretary-treas- 
urer, Elgin, III. 

IowA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 


Des Moines, Feb. 13, 14, 15, 16, 1923. 
A. R. Sale, secretary, Mason City. 

NEw YorK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND ExpPosI- 
TION, Rochester, Feb. 20, 21, 22, 23, 
1923. Headquarters, Powers Hotel, 
Sessions and Exposition at Exposition 
Park. John B. Foley, secretary, City 
Bank Building, Syracuse, N. Y. 

NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1923. George 
A. Fiel, secretary, 10 High St., Boston. 

HARDWARE ASSOCIATION OF THE 
CAROLINAS (place to be announced 
later), May 9, 10, 11, 12, 1923. T. W. 
Dixon, secretary-treasurer, Charlotte, 
N. C. 

ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, May, 1923 (Dates 
to be announced later). L. P. Biggs, 
secretary, 815-816 Southern Trust 
Building, Little Rock. 
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Housing relief in this section may 
be expected within another year, ac- 
cording to the building experts of 
the Metropolitan Life Insurance Co. This company plans 
to spend $6,500,000 to construct fifty houses in Queens 
which will accommodate 1950 families. This is the first 
venture by the Metropolitan Life Insurance Co. in pro- 
viding model housing at reasonable rates, as authorized 
by the last session of the New York State Legislature. 
The company secured options on three blocks in Long 
Island City and one in Astoria, which will be the sites 
for the new apartments. The contracts for the erection 
of these new houses have been awarded to Henry C. Irons 
& Sons, builders, 101 Park Avenue, New York City. It is 
expected by some authorities that the erection of these 
new buildings, which will be modern in every detail, will 
mark a new era in American housing. 


New Metropolitan 
Building Project 


Little interest is manifested in the coal 
strike by local business men. Many be- 
lieve that the public is being kept in the 
dark regarding various aspects of the strike. The aver- 
age business man does not seem to know enough about the 
true conditions to discuss the causes, progress and effects 
of the strike intelligently. Consequently, its effect on 
business is temporarily indeterminable. 


Effects of 
Coal Strike 


Axes.—Jobbers report only a small 1% in., 13c.; 5% in., 


amount of current interest. There is, gmailer 50, 


5 


however, a certain amount of curiosity thic ker, 50, 10, 5 per cent. 


, and % in., llc E 


Common carriage ‘bolts, x, by 6 and 


According to some of the local 
hardware jobbers, steel prices are 
expected to advance in the near 
future, which will later affect the prices of hardware 
products. One of the reasons given for this expected ad- 
vance is said to be the coal strike, although no specific 
figures seem to be available to show just what the falling 
off in comparative production has been at the mines, since 
the strike started. 


Expected Advance 
in Steel 


The expected railroad strike July 
1st is not viewed by local manu- 
facturers and jobbers with any 
apprehension. Only a comparatively small number of 
railroad men are expected to walk out. The precedent 
established last year by the Railroad Labor Board is cited 
by many as a method which is likely to be employed to 
minimize the effects of the possible strike this year. 


Little Apprehension 
About R. R. Strike 


Some local jobbers report shortages 
in nails, screws, bolts and nuts, and 
kindred lines. It is said by some that the demand is 
greater than the production. Shortages, however, are not 
as yet general in this locality. 


Local Shortages 


Orders Small 
But Numerous 


Orders, according to local jobbers, are 
numerous, but the quantity of goods 
ordered is generally small. The most 
active items at present are screen cloth, poultry netting 
builders’ hardware and small garden tools. “Pick-up” 
business is reported to be consistently active. Generally 
speaking, price tendencies are very firm. 


»bbers’ quotations, f.0o.b. New York 
Cr ab traps, regulatior ize. $8 per do 


cent; longer and long handle crab nets, $3.85 per doz 
ig hand 3.85 per do 


Machine bolts, % by 4 and smaller, 60, 10 Dry Cell Batteries—Buying is re- 


about fall quotations. and 5 per cent; larger and thicker, 60, 10 


Jobbers’ quotations, f.0.b. New York: and 5 per cent. 
Ordinary grade handled axes, 3 to 4 Ilb., 
$14.75 per doz. net; 3% to/4% Ib., $15.25 


4% to 5% lb., $16.25 per doz. net; 542 Ib. 
solid, $16.75 per doz. net. ‘ 
Flint edge axes, 4 to 4% Ib., $16.50 per list, 


doz. net; 3% to 4% Ib., $17 per doz. net; 75, 10 and 5 per cent, 
Lock washers, 50 per cent. 
Toggle bolts, steel, 


4 to 5 lb., $17.50 per doz. net. 
Connecticut pattern axes, 3 to 3% Ib., 
$16.50 per doz. net; 3% to 4 Ib., $17 per cent. ; 
doz. net; 4 to 5 Ib., $17.50 per doz. net. _ Iron rivets, 60 
rivets, 40 per cent. 


Semi-finished hexagon 
smaller, 80 to 80-10 per cent: larger and 
per doz. net; 4 to 5 lb., $15.75 per doz. net; thicker, 75 per cent. 

lk Tinners’ rivets, 60 per cent 
Hexagon machine screw nuts, iron. new 
50 and 10 per cent: 32-1 
new list. 


bright finish, 60 per 


cent; solid copper 


ported to be good, and stocks are said 
nuts, 9/16 and _ to be well balanced. Prices are firm. 
Jobbers’ quotations, f.o.b. New Yori 

The average wholesale quotation on dry 
“ell batteries in the local market is 2386 
4/29, each 

Files.—There is said to be a fair de- 
mand. Prices are firm and stocks are 
said to be fairly well assorted. 
Jobbers’ quotations, f.0.b. New York 


brass, 4/32- 


Binders’ Twine.—Good interest is re- Stove bolts, 80, 10 per cent The average discount being quot 


ported by local jobbers for binders’ 
twine. This interest comes principally 
from the rural and suburban districts. 
The market is firm. 


Jobbers’ quotations, f.o.b. New York: 


Binder twine is being quoted at $5.50 per Cider Presses.—81 


50-lb. ball. screw. weight 50 Ib., *$ b.25 
in. tub, 14 in. screw, 


Bolts and Nuts.—Stiffening price ten- each: 11% x 12 


dencies and scattered reports of short- Weight 90 Ib., $9.45 each; 

° P 1% in. screw, weight 

ages are the outstanding features in perry crusher. weight 

Crab Traps and Nets.—A 

demand has developed in the local mar- 
ket for these articles. 

ple and prices are firm. 


this line. 

very keen. 
Jobbers’ quotations, f.o.b. New York: 
Square nuts, No. 50, per Ib.. 4 in., 19 


5/16 in,, 18¢e.; % in., 16¢c.; 7/16 in., 


Interest is reported to be 


Lag screws, 60, 5, 

Cider Presses.—Inquiries have been 
received by some of the local jobbers 
for cider presses and berry crushers. 

Jobbers’ quetations, 


5 per cent. 


f.o.b. New York 


the local market 


is 60 per 


standard brand 


Galvanized Pails.—Strong ten i 
are reflected in this market. Stocks for 
the most part are said to be ample to 
weight 70 Ib.. $7.35 meet all existing demands. 
tub, 14 1 screw, Tobt 7 


10 in. tub, 1 
each: 10% x 12 


13 x in. tub bers’ quotations, f 


125 Ib.. $12.25 each 
20 Ib., $6.15 each 


vigorous 


Stocks are am- 
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tionally well at present, especially the 
higher quality brands. Prices are steady 
and stocks moderately good. 

Jobbers’ quotations, f.o.b. New York: 

tubber garden hose, ™ in., standard 
brands, is being quoted from to 14c. 
per ft. 

Hose 

Hose Clamps and Couplings.—lInter- 
est is fair, stocks ample and prices firm, 

Jobbers’ quotations, f.o.b. New York: 

Brass hose clamps, for %-in. hose, 42c. 
per doz. Steel hose clamps, for %-in. hose, 
37c. per doz. Clinching hose couplings for 
%-in. hose, $2.65 per doz. Wrought brass 
hose couplings for %-in. hose, $1.45 per 
doz. For %-in. hose, $1.45 per doz. For 
%-in. hose, $1.45 per doz. 

Hose Reels.—A moderate demand at 
firm prices is reported. Stocks are 
said to be adequate. 
quotations, 


lic. 


nozzles, $6.25 per doz. 


f.o.b. New York: 

Hose reels, all metal with channel steel 
frame, cast iron wheels, 9-in. corrugated 
steel drum, steel arms, ename led green and 
black, capacity 100 ft. %4-in. hose, $25.25 
per doz. net. Same with steel rope, elec- 
trically welded together, japanned, galvan- 
ized steel drum, diameter of wheel 2144 
in., length of handle 28 in., capacity 160 ft. 
of garden hose, $30 per doz. net. Same, 
all metal tubular frame, corrugated, gal- 
vanized steel drum, tubular steel wheels, 
enameled green, height of reel 21 in., capac- 
ity 100 ft., $42 per doz. net. Same with 
height of reel 24 in., 100 ft. capacity, $48 
per doz. net. 

Garden Barrows.—“Pick-up” business 
is said to be the only genuine activity 
in this line. Most retailers are believed 
to have filled their requirements. A 
good fall business for garden barrows 
is expected at prevailing prices. 

Jobbers’ quotations, f.o.b. New York: 

Garden barrows, medium size, folding 
steel frame, steel wheel, hardwood sides 
and handle, $68 per doz. net. Garden bar- 
rows, length of handle 4 ft. 4 in., diameter 
of wheel 16 in., face of wheel, 1 in., hub 12 
in. long, size of body 8 in. high, 23 in. long, 
17 in. wide at handle end, 12% in. at wheel 
end; weight 27 Ib., $4.70 each. Garden 
barrow, 5 ft. handles, diameter of wheel 
18 in., face of wheel 1% in., hub 12 in. long; 
size of body 10 in. high, 28 in. long, 19% 
in. wide at handle end, 15% in. at wheel 
end, weight 42 lb., $5.40 each. Garden bar- 
row, 5 ft. handle, diameter wheel 20 in., 
face 1% in., hub 15 in. long, gize of body 
10 in. high, 28 in. long, 211%4 in. wide at 
handle end, 19 in. wide at rear end. 50 Ib., 
$6 each. Same, with 5 ft. 3 in. handles, 
diameter wheel 20 in., base of wheel 11% in., 
hub 18 in. long, body 10% in, high, 291% in. 
long, 25 in. wide at handle end, 214 in. at 
wheel end, weight 60 Ib., $6.65 each. Same, 
with size of body 14 in. high, 29 in. long, 
24% in. wide at handle end, 21% in. at 
wheel end, weight 65 Ib., said to hold 6 
cu. ft., $7.35 each. 

Grass Scythes.—A fair amount of in- 
terest still prevails for these articles. 
Prices are unchanged. 

Jobbers’ quotations, f.o.b. New York: 

Grass scythe, high grade steel blade, 
black finish, ribbed back, medium weight, 
$15 per doz. net. Grass scythe, made of 
high grade English steel, polished web and 
double rib, $17.50 per doz. net. Same, with 
riveted back, $21 per doz. net. 

Ice Cream Freezers.—Buying is ac- 
tive. Prices are firm and stocks are 
said to be fair. 

Jobbers’ quotations, f.o.b. 
Triple motion freezers, 
2-qt., $2.83 net : 3-qt., 
net; 6-qt., $5.23 net. 


Jobbers’ 


New York: 
l-qt., $2.43 net: 
$3.37 net; 4-qt., $4.13 


Vacuum freezers, 1-qt., $2.67 to $3.33 net; 
2-qt., $4 net; 4-qt., $6.67 net. 

Ice Picks.—A fair amount of pick-up 
business is reported in this line. Prices 
are steady and stocks good. 

Jobbers’ quotations, f.o.b, New York: 

Needle point ice picks, 5%4-in. blade. 
shank and head formed of one piece of 
steel, handle stained black, $3.43 per doz. 
net. Same with a hexagonal iron band, 
$5.74 per doz. net. 

Ice chisel, heavy polished steel blade, oak 
handle, nickel plated iron bands, $1.60 per 
doz. net. Ice chipper, 6 crucible needle 
points tempered, malleable iron frame, 
tinned, wood handle, length over all 9% in. 
$3 per doz. net. 
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Lawn Mowers.—Shortages are re- 
ported by some of the local jobbers. 
There continues to be a very active de- 
mand. The better grade mowers are 
said to be very hard to get. 

Jobbers’ quotations, f.o.b. New York: 

Lawn mowers, 3 blades, adjustable bear- 
ings, 8-in. side wheel, finished in pea green, 
gold striped, 10-in., $5 each net; 12-in., $5 
each net; 14-in., $5.30 each net; i6-in., $5.60 
each net; 18-in., $5.95 each net. Ball bear- 
ing lawn mowers, 3 blade, adjustable bear- 
ings, 18-in. drive wheel, finished in gold, 
aluminum and blue, 12-in., $6.35 each net; 
14-in., $6.70 each net; 16-in., $7.05 each net; 
10%-in. raised open drive wheel, 4 tem- 
pered steel blades, reel 6-in. diameter, fin- 
gold and green, red and 

$9.25 each net. Same, 16-in., 
$9.75 each net; same, 18-in., $10.25 each 
nét ; 20- in., $10. 85 each net. 

Grass catchers, wire frame, adjustable 
heavy iron bottom, white duck, for mowers 
12 to 16-in., $10.53 per doz, net. Same for 
mowers 16 to 20-in., $13.13 per doz. net. 


Lawn Rollers.—Strong interest pre- 


vails. Stocks are fair and prices firm. 

Jobbers’ quotations, f.0.b. New York: 

Water weight lawn rollers, 46 Ib., $18.50 
list: 76 Ib., $22.25 list; 95 Ib., $25.75 list. 
The present discount quote d by local jobbers 
is 30 per cent off list. 

Nails.—Some jobbers -have reported 
shortages. Rumors of advancing prices 
agitated the market last week. The 
demand is described as coming in fits 
and starts. 

Jobbers’ quotations, f.o.b. New York: 

Wire nails, $3.35 base per keg. Cut nails, 
$3.90 base per keg. Coated nails, $3 to 
$3.15 base per keg. Wire nails and brads, 
in small lots, 75 to 10 per cent off list. 

Roofing nails, per 100 Ib., $7.25 for gal- 
vanized and $5.25 plain. This applies to 
1x12. 

Naval Stores.—Turpentine has 
reached the highest price level of the 
year. It is being quoted in barrels in 
the yard as high as $1.03 per gal. Prices 
for smaller quantities range as high as 
50c. above this figure. The undertone 
in the rosin market is decidedly strong. 
The “B” grade rosin is being quoted 
in barrels on the average at $5.50 and 
$5.60 and the water white quality is 
being quoted at $8.50 and $8.75 per bbl. 

Rope and Twine.—Buying is sluggish, 
prices are unchanged and improvement 
in fall business is generally anticipated. 

Jobbers’ quotations, f.9.b. New York: 

Manila rope, No. 1 grade, 18c. to 19'%ec. 
per lb. Hardware grade, 16c. per lb. Sisal, 
No. 1 grade, 15c. per lb.: sisal, No. 2 grade, 
13c. per lb. Bolt rope, 20c. to 22c. per Ib. 

Lath yarn, 13c. to 15ec. per Ib. Jute wrap- 
ping twine, 20%c. to 25%c. per lb. India 
hemp twine, No. 6, 16c. to 18c. per Ib. 

Roofing Paper.—The demand shows 
no abatement. Prices are steady, stocks 
fair. Retail sales are reported to be 
exceptionally good. _ 

Jobbers’ quotations, f.o.b. New York: 

Roofing paper, 35-lb. roll, 79c. per 
45-lb. roll, $1.30 per roll; 58-lb. roll, 
per roll. 

Hard felt, 60-lb. standard roll, $1.40 per 
roll; red sheathing paper, 36 in. wide, 500 
sq. ft. in a roll; 25-lb. roll, 50c. per roll, 
and 30-lb. roll, 75c. per roll. 

Sash Cord.—No local price changes 
have been announced. Advances are, 
however, expected in the near future. 
Buying is active. Stocks are fair. 

Jobbers’ quotations, f.o.b. New York: 

Prices on sash cord vary according to 
quality and brands. The average quota- 
tion in the local market for the highest 
grade is from 35c. to 37c. base per lb. 

, Sandpaper and Emery Cloth.—Mild 
interest is reported; prices are firm and 
stocks ample. 

Jobbers’ quotations, f.o.b. New York: 

Sandpaper, quotations range from 20, 10 
and 5 per cent to 25. , oer cent off new list. 
Emery cloth 10 and 5 per cent off to 5 per 
cent off list. 


ished in aluminum, 
gold striped, 
¢ 


roll; 
$1.70 
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Screen Doors.—Stocks 
is still active and 


Screens and 
are light; interest 
prices are very firm. 

Jobbers’ quotations, f.0.b. 

Continental screens, No. 
doz.; 2233, $5.80 per doz.; 
doz.; 2833, $7.20 per doz. ; 
doz. ; 30338, $7.50 per doz, 

Competitor screens, No. 
No. 2, $4.80 per doz.; No. 
No. 4, $6.25 per doz. 

All metal screens, No. $5.40; No. 18, 
$6; No. 24, $7.05; No. 39, 8 55 

Screen doors.—Continental, 3/6 x 6 1/6, 
No. 241, $18.14; No. 281, $19.30; No. 288 G, 
$24.60; No. 314, $27.50; No. 457G, $22.65, 
all per doz, 

Screws.—Shortages are reported by 
some of the local jobbers, although 
others report fair stocks. Prices are 
very firm and the demand is consistent. 

Jobbers’ quotations, f.o.b, New York: 

Wood screws, iron bright, flat head, 8214 
per cent; iron bright round and oval head, 
80 per cent; iron blued, flat head (add 5 
per cent to net amount of invoice), 821% 
per cent; iron blued, round head, 80 per 
cent; brass flat head, 77% per cent; brass 
round and oval head, 75 per cent. 


Extra 
discount quoted by local jobbers is 20 per 
cent, 


Machine screws, 60-10 per cent. 

Cap screws, 75 and 10 per cent. 

Set screws, 80 per cent. 

Screen Cloth.—Some shortages are 
reported because of the exceptionally 
active demand for the higher grade 
wire. Prices are stiff. 

Jobbers’ quotations, f.o.b. New York: 

Black screen cloth, 12 mesh, $2.15 per 
sq. ft. net. 

Screen finish and 
double zinc 12 mesh, 
$2.65 per 100 sq. ft. $4.40 
per 100 sq. ft. 

Bright galvanized screen cloth, with cop- 
per selvage, 12 mesh, $4.25 per i00 sq. ft. 
14 mesh, $4.50; 13 mesh, extra heavy, $5. 75. 

Sprinklers.—Buying, which increased 
more than a week ago in this line, is 
still very active. Prices are steady and 
stocks apparently adequate to meet the 
prevailing demand. 

Jobbers’ quotations, f.o.b. New York: 

Galvanized sprinklers, 4-qt., $6.35; 6-qt., 
$7.35; 8-qt., $8.15; 10-qt., $9.35; 12-at., 
$10.65; 16-qt., $13.45; all per doz. net. 

Stove Pipe.—Good business is antici- 
pated in this line early in the fall. 
There is little current interest. Some 
dealers believe that prices in this class 
of goods indicate advancing tendencies. 

Jobbers’ quotations, f.o.b. New York: 

Black iron stove pipe, No. 28 gage, 12 
lengths in a bundle, 4 in., $1.60 per doz. 
lengths net; 4% in., $1.75 per doz. lengths 
net; 5 in., $1.95 per doz lengths net; 5'4 
in., $2.25 per doz. lengths net; 6 in., $2.50 
per doz. lengths net. 

Wire Goods.—Poultry netting con- 
tinues in active demand. Jobbers re- 
port that they are still able to meet all 
current demands. Prices are stiff. 


Jobbers’ quotations, f.0.b. New York: 

Poultry netting, galvanized after weav- 
ing, factory shipment, 50, 5 per cent; from 
New York stock, 45 to 50 per cent. Poultry 
netting, galvanized before weaving, factory 
shipment, 50-10-5 per cent. 

Square mesh wire cloth, 2 x 2, New York 
stock, $4.75 to $5 per 100 sq. ft. 

Window Glass.—The cheaper grades 
of window glass are very active. Plate 
glass of the first quality is difficult to 
obtain because of its heavy demand by 
automobile manufacturers. 

Prices to dealers, f.0.b. New York: 

A single, 84 per cent: B single, 86 per 
cent; A double, 85 per cent: B double, 58 
per cent. List of March 1, 1913 


P. S—The Waage Electric Co., Chi- 
cago, Ill., announces a slight reduction 
in prices, effective July 1. It is also 
reported by this company that it now 
has ready for distribution a new spe- 
cial type triple heat iron in the 6%4-]b. 
size. 


New York: 

1833, $5.05 per 
2433, $6.20 per 
2837, $7.65 per 


1, $4.30 per doz.; 
3, $5.80 per doz.; 


100 


cloth of white satin 
coated after weaving, 
Same, 13 mesh, 
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Office of Harpwarp Ace, 
1505 Otis Building, 
Chicago, IIL, June 17. 


USINESS during the past week 
B continued to be on the same high 

level as reported the week be- 
fore. To date the volume has kept up 
surprisingly well as this season usually 
has a tendency to slow up sales. How- 
ever, the manufacturers had very little 
idea of how much merchandise would 
be used and the retailer felt doubtful 
as to his ability to dispose of the usual 
quantities so refrained from placing 
future orders thinking that he would 
order as he needed. This has been re- 
sponsible for the continued good busi- 
ness which has come practically all at 
one time and is extending sales over 
quite a period, but with some shortages 
resulting. 

There seems to be a feeling that 
prices of steel and iron products have 
not yet reached their limit. The mills 
are still enjoying heavy bookings, and 
they have increased production regard- 
less of the coal situation. So lower 
prices, because of slow sales, does not 
seem likely. On the other hand ex- 
cessive increases in price are not looked 
for. So far the price increases have 
been spasmodic and spotted. Some 
firms say that they raised their price 
as they were producing below cost, 
while others have admitted they were 
following the market. On the whole 
iron and steel products have shown a 
general increase but some articles, 
ordinarily classed with this line, have 
not yet been affected. 

There seems to be a tendency, on the 
part of the jobber, to refrain from put- 
ting advances into effect until they 
know it is impossible to retain the 
present price level. It was rumored 
that nails would be advanced 25 cents 
per keg but there seems to be no de- 
finite ground for the story and ad- 
vances, while possible, are not expected. 
The shortage of wire products is rapid- 
ly righting itself. It is believed that 
the farmer bought barb wire in un- 
usually large quantities this year, due 
to his inability to buy fence, so that a 
good fence season is looked for just as 
soon as he gets money from his crops. 

People who have followed the various 
price changes closely tell us that re- 
covery from depression is always spas- 
modic. That is to say there is a gen- 
eral trend upwards but it is made up 
of gradual increases with small de- 
pressions. As long as business in the 
hardware lines continues at such a good 
rate it is hardly possible that we have 
reached the peak for this particular 
time and we are possibly due for a 
slight reaction. If the demand on the 
mills keeps up at the present rate, it is 
hardly possible that hardware lines will 
show any reaction with downward ten- 
dencies, but rather they will show more 
firmness and increases. For a time 
many manufacturers were securing 
business at figures below the ruling 
prices in order to tide over the dull 
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period. To-day none of them will offer 
any special concessions from the regu- 
lar asking price which argues well for 
the amount of business in sight and 
their feeling of a stronger market. 

Local conditions are the best they 
have been for some time, and with the 
general firm market and the continued 
building activities, no one is anticipat- 
ing any let down in the volume of busi- 
ness for some time, and it is thought 
that it will hold up well over what is 
ordinarily a summer slump. Purchas- 
ing power, which has long been dor- 
mant, is just beginning to make itself 
felt, and the long period of doing with- 
out things is bound to keep up sales 
for some time in order to get caught up. 

Agricultural Tool Handles.—Sale on 
these items is seasonable and con- 
sidered very good. 

Automobile Accessories.—Sales are 
improving with advent of more favor- 
able touring weather. 

We 
Chicago: 
lots of 10, 
pumps, $1.35 each; 
jacks, No. 36, $1.75 
each: Weed chains, 
discount; doz. lots, 
red inner tubes, 30 2 
inner tubes, 30 x 3%, $1.35 each; 
giant plugs, 69c. each; Hercu 
plugs, 35c. each; Bethlehem spark 
36c. each; Bethlehem spark plugs, 
type, 60c. each; Bethlehem spark plugs 
standard porcelain type, 5% Splitdorf 
plugs, 58c. each; 


} ’ L ¢ 
jobbers’ stocks 0.0 


jacks, $2.65 eact 
Twin-cylinder foot 
$15 J 


doz 


quote from 
No. 46 Reliable 
$2.55 each; 
doz 
each; 
single lots, 
33144 per cent 
x 3%, $1.99 eact 


lots, Simplex 
lots, $% 
25 per 


disco 


eact 


lots of 100, 56¢ 
Splitgorf plugs, special for Fords, 3c. 
lots of 100, 48c. each; Champion X 
5c. each; lots of 100, 43c. each; Champion 
6 plugs, 53c. each; lots of 100, 50« 
Ford fan belts, extra quality, 22c¢ 

Axes.—Orders for fall delivery are 
coming in increasingly better volume. 
There is not much current business ex- 
cept on “leaders.” Prices were recent- 
ly reduced. 

We 


eacr 


plugs 


eacn 


eact 


quote from jobbers’ stocks. f.0.b 
Chicago: First quality single bitted unhan- 
dled axes, 3 to 4 lb., $19.50 doz. base: double 
bitted, $15.50 doz. base; good quality blact 
unhandled axes, same weight, single bitted 
$9.50 doz. base; single bitted handled axes 
311.25 to $18.50 per doz., according to « 

ity and to grade of handle 

Bicycles and Tires.—Sales show 
some slight improvement, but are still 
considered low. Sale of sundries is 
good. 

Binder Twine.—Prices seem steady. 
Demand is considered fair. Some small 
manufacturers are pretty well sold out, 
but there is still plenty on the market. 

We quote from stocks, % 
Chicago: Sisal and standard, 1l0c. per Ib 
standard manila, llc. per Ib.; 600 ft. m 
ila, 12c. per lb.; 650 ft. manila, 12'ec. per 
lb.; pure manila, 13c. per Ib 

Bolts and Nuts.—Ten per cent ad- 
vances have been reported last week. 
But no price changes are reported local- 
ly. The demand is good. 

We quote from jobbers’ 
Chicago: Large carriage bolts, 
cent off list; small carriage bolts I 
cent off list; large sized machine bolts 
¥)-5 per cent off list; small sized machine 
bolts, 90-10-5 per cent off list: all stove 
bolts, 80 per cent off list; ali lag screws, 
60-5 per cent off list. 

Builders’ Hardware.—Volume of busi- 
ness continues large and manufacturers 


jobbers’ 


stocus f 
50-10 per 
50-10 p 


60-5 per 


have withdrawn all special prices and 
general advance seems imminent, but 
not yet announced locally. 
Chains.—Sales have been very active 
on all weldless types of light chains. 
Prices continue at the 
which are considered fairly low. 


same levels, 


We quote fron 
Chicago: %-in. 5 
ib.: weldless col 
list; No. OO, 4} 
$2.65 per doz 

Copper Rivets and Burrs.—Sales con- 
tinue records of 
Most manufacturers’ 
vanced, but 


above recent years. 


prices are ad- 


no local advances as yet. 
Ws juctle 
(Chicago: Copper rivets and bu 
ent discount 
Eaves Trough and Conductor Pipe.— 
There has been no change in this mar- 
ket, although higher prices 
pected by July 1. Deliveries from some 
factories are slow, 
demand, but 
filled promptly and 


rr 


are ex- 


large 


being 


indicating a 
orders 
completely. 


] | < 
10Cal are 


rugated 


Files —Sales are good 
and prices are 
("ry ae Aterican file 
Nicholson files, 30-10-1 
Disston files, 5 
Black Diamond files. 56- 
Galvanized Ware.—Continued y 
orders of galvanized ware are testing 
jobbers’ stocks. Tubs and pails are ad- 
vancing. All extreme prices have been 
withdrawn by manufacturers. 

Glass and Putty.—Sales have slowed 
up to some extent, but there is still a 
fair demand. 


‘ 
We 


per 
1”? ner . r 
1% per n 


heavy 


Cage 


rt 
engtn 


% b. k 
laziers 
CKages, % 
Hammers.—This has been a big year 
for hammers, and a good demand con- 
tinues for all grades. 
We uote from jobt 
cago Size y 2 c 
hatchets, $16 doz.: Comg 
1oz warranted shinglir 
ioz.: Competitive forged 
$3 doz 
Hatchets.—The demand for builders’ 
tools is steadily better and is up to pre- 
war levels on the cheaper grades 
W lote from j f 
Chicago: No I 


mers. § 


rm pic pe 


bbers 


nammers, 


s, $4 per doz 
Hickory on this 
market are exceptionally favorable, 
which insures continuance of the un- 
usually good demand. 

We quote from job 
Chicago No 
doz.; No. 2, 


$2 doz fi 
growth white h TY 


growth second hic 
hamn 


tchet 


h 
r 
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Hose.—Due to increased demand, the 
factories are now seriously behind on 
orders. Some jobbers’ stocks are low 
and replenishments are slow in arriv- 
ing. Hose reels are also hard to obtain. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. molded reel hose, good 
quality, 13%c.; %-in. 3-ply good quality 


duck hose, 13%c.; %4-in. 4-ply good quality 
duck hose, 16c. 

Ice Cream Freezers.—Sales are in- 
creasing at start of the season and fac- 
tories are falling behind on shipments. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: White Mountain, 1-qt., $2.45 each; 
2-qt., $2.85 each; 3-qt., $3.45 each; 4-qt., 
$4.15 each; 6-qt., $5.25 each; S-qt., $6.75 
each; 10-qt., $9 each; 12-qt., $10.80 each. 
Improved Arctic, 1-qt., $1.90 each; 2-qt’, 
$2.20 each; 3-qt., $2.72 each; 4-qt., $3.40 


each; 6-qt., $4.30 each; 8-qt., 

Ice Skates.—Salesmen are sending in 
some good orders for future delivery 
at prices showing a decline of about 15 
per cent over last year. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Key clamp rocker, men's and 
boys’ bright finish, 70c. per pair; key clamp 
hockey, $1.03 per pair: half key clamp 
hockey, women’s and girls’, 96c. per pair; 
half key clamp hockey, women’s and girls’, 
$1.26 per pair. 


Lace Leather.—Sales are very good. 
Hides have advanced. 


$5.55 each. 


Lawn Mowers and Grass Catchers.— 
The demand continues good. Jobbers’ 
stocks are broken, but factories are 
making frequent shipment to their 
stocks, but have not been able to supply 
the demand promptly. 


We quote from 
Chicago; 12-in., 


jobbers’ stocks, f.o.b. 
$5.20 cach net: 14-in., 
$5.50 each net; 16-in., $5.85 each net; 18- 
in., $6.20 each net. 3all bearing lawn 
mowers, 4 blades, adjustable bearings, 8-in. 
drive whee], finished in gold, aluminum and 
blue, 14-in., $7.50 each net; 16-in., $7.89 
each net; 10%-in. raised open drive wheel, 
4 tempered steel blades, reel 6-in. diameter, 
finished in aluminum, gold and green, red 


and gold striped, $9.50 each net. Same, 
16-in., $9.95 each net; same, 18-in., $10.45 
each net; 20-in., $11.15 each net. 

Grass catchers, wire frame, adjustable 


heavy iron bottom, white duck, for mowers 
12 to 16-in., $10.53 per doz. net. Same for 
mowers 16 to 20-in., $13.13 per doz. net. 

Nails.—Sales are very good and mills 
have done much to keep stocks filled. 
There seems to be very little founda- 
tion for the 25 cents per keg advance 
which has been rumored. 

We quote from jobbers’ 
Chicago: Common wire nails, 
base. 

Oil Stoves.—Sales show a remark- 
able increase. In a measure, this has 
resulted from special displays put on 
by dealers all over the country. 


stocks, f.o.b. 
$3.10 per keg 


We quote from jobbers’ stocks. f.o.b. 
Chicago: 2-burner, less shelf, $10.85 each; 
3-burner, less shelf, $14.25 each; 4-burner, 


2-burner shelf, $3.50 
4-burner 


less shelf, $18 each; 
each; 3-burner shelf, $4.25 each; 
shelf, $5 each. 

Ornamental Fencing and Gates.— 
The demand for this line has been very 
heavy and factories are working to a 
large production. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single space ornamental fence, No. 9 
wire, 20-in. high, $5.88 per 100-ft.; 36-in., 
$6.27; 42-in., $7.56. Double spacing ornamen- 
tal fence, No. 9 wire, 30-in. high, $8.40 per 
100-ft.; 36-in., $9.24; 42-in., $10.08. Plain 
top galvanized gates, 3-ft., $2.25 each; 
312-ft., $2.50; 4-ft., $2.85. Fancy top gal- 
vanized gates, 3-ft., $2.75 each; 3%-ft., 


$2.95; 4-ft., $3.15. 
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Paints and Oil.— Linseed oil has 
again been reduced. White lead in- 
creased 14 cent per lb. 

We quote from jobbers’ stocks. f.0.b. 
Chicago: Raw linseed oil, 1 to 4 bbl., 98c. 
per gal.; boiled linseed oil, 1 to 4 bbl., $1.00 
per gal.; raw linseed oil, 5 bbl. or more, 
94c. per gal.; boiled linseed oil, 5 bbl. or 
more, 96c. per gal., less 1 per cent 10 days. 
Turpentine, $1.13 per gal. (in bbl.); de- 
natured alcohol in bbl., 39c. per gal.; 
strictly pure white lead, 100-lb. kegs, 12%4c. 
per Ib.; 50-lb. kegs, 12%c. per Ib.; dry 
paste in bbl., 6c, per lb.; pure white shellac, 
4-lb. goods in gal. cans, $4.75 per gal.; pure 
orange shellac, 4-lb. goods in gal. cans, 
$4.25 per gal.; English venetian red, in 
bbl., $3.50 and $6.75 per cwt. 

Refrigerators.—Sales are very good. 
Stocks are badly depleted and factories 


aye snowed under with orders. 

Roller Skates.—Sales are fairly 
large, but large quantities have already 
been shipped. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Boys’ ball bearing roller skates, 
$1.56 per pair; girls’ style, $1.60 per pair. 

Rope.—The demand for best grades 
of both sisal and manila is keeping up. 
Sales well above last season and prices 
are unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Highest quality manila _ rope, 
standard brands, 17%c. to 18%c. per Ib.; 
No. 2 manila rope, 16c, to 16%c. per Ib. 
base; so-called hardware grade manila 
rope, 12%c. Ib.; No. 1 sisal rope, highest 
quality standard brands, 14%c. to 15'%c. 
per Ib. base; No, 2 sisal rope, standard 
brands, 13c. to 14c. per lb. base. 


Sash Cord.—Manufacturers have ad- 
vanced prices. No changes are reported 
locally. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 7 sash cord, standard brands. 
$8.40 doz. hanks; No. 8 sash cord, standard 
brands, $9.75 doz, hanks. 

Sash Weights.—Prices are considered 
rather cheap, and the volume of orders 
increases as building operations grow. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Sash weights per ton, $35. 

Screen Doors.—Stocks are moving in 
large volme. The season is advanced, 
but demand is brisk. Early and future 
orders were very light and the weather 
has brought out a heavy demand. 


We quote from jobbers’ stocks. f.o.b. 
Chicago: Three panel %-in., 2-ft. 6-in. x 


6-ft. 6-in. plain doors, $18.40 per doz.; four 
panel, %-in. 2-ft. 6-in. x 6-ft. 6-in. plain 
doors, $20 per doz.; five panel, 1%-in. 2-ft. 
6-in. x 6-ft. 6-in. plain doors, $21.65 per 
doz.; four panel, 1\%-in. 2-ft. 6-in. x 6-ft. 
6-in, fancy doors, $29.70 per doz. 


Screws.—No changes in local prices. 
Sales continue good. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Flat head bright screws, 85-12% 
per cent off list; round head blued, 85 per 
cent off list; flat head brass, 80-15 per cent 
off list; round head brass, 80-5 per cent off 
list; japanned, 80-5 per cent off list. 


Solder and Babbitt Metal.—Sales 
volume is good and market is still high, 
both on lead and tin. 

We from jobbers’ stocks, f.o.b. 
Chicago: Warranted 50-50 solder, $23 per 
100 Ib.; medium 45-55 solder, $22 per 100 
Ib.; tinners 40-60 solder, $21 per 100 Ib.; 
high speed babbitt metal, $18 per 100 Ib.; 
standard No, 4 babbitt metal, $8.50 per 100 
lb. 

Sporting Goods.—Fishing tackle is 
moving very rapidly. A good deal of 
ammunition future business has been 
placed to date and orders are being 
shipped now. Blank shells and cart- 
ridges are moving out well for Fourth 
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of July trade. Fishing tackle factories 
are beginning to slow up on deliveries, 
and seine twine has advanced and is 
expected to go higher. Dealers are 
realizing that in order to have sales, 
especially during the summer months, 
it is necessary to have a stock and 
orders are being placed quite liberally 
for croquet sets, hammocks, hammock 
couches, lawn furniture and lawn 
swings. Fourth of July business is 
always large and the dealer is begin- 
ning to realize this. Baseball goods, 
tennis and golf goods continue to sell 
well. 

Steel Goods.—The hay fork season 
has started in earnest, while sales of 
garden tools, such as hoes, rakes and 
spading forks show very good volume. 


Steel Sheets.—Mills are very busy 
and prices are strong. Local figures 
advanced this week $3 per ton. The 
proposed freight rate decrease has 
probably prevented more radical ad- 
vances, 

We quote from jobbers’ stocks, f.0.b. 
Chicago: 28 gage galvanized sheets, $5.30 
per 100 lb.; 28 gage black sheets, $4.30 per 
100 Ib. 

Stove Pipe and Elbows.—An unusu- 
ally large volme of future sales and 
requests for early shipment reflect the 
belief of the trade that present prices 
are quite likely to go higher, and will 
surely not be lower during the coming 
fall. 


We quote from. jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $8.75; 30 gage, 
$9.60; 28 gage, $11.85; 26 gage, $14.30; 


6-in. elbows, 30 gage, $1.15; 28 gage, $1.30; 
26 gage, $1.55 per doz, 

Washing Machines.—Sales are im- 
proved and retailers are finding a good 
market. Special effort made by some 
dealers has brought surprisingly large 
sales. 


Wheelbarrows.—Sales continue at a 
very liberal volume. Low prices and 
more active building bring orders that 
tax the distributors’ capacity. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: Tubular handle, all steel barrows, 
$6.50 each; angle leg contractors’ barrows, 
$5.50 each; angle leg, garden barrows, $4.50 
each; competitive steel tray barrows, $4 
each. 

Wire Goods.—Wire cloth and poultry 
netting are moving in very large 
volume. Stocks are gradually getting 
into shape in plain wire, staples and 
barbed wire, although there are still 
shortages in the lines. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 8 black annealed wire, $2.85 
per 100 lb.; galvanized barb wire, $3.75 per 
100 lb.; 12-mesh black painted wire cloth, 
$1.85 per 100 sq. ft.; poultry netting, 56 
per cent off; galvanized after weaving, 51 
per cent off; catch weight spool gaivanized 
cattle wire, $3.75 per 100 Ib.; 80-rod spool 
galvanized hog wire, $3.27 per spool; No. % 
galvanized plain wire, $3.35 per 100 Ib. 

Wrenches.—Sales continue normal 
and the volume is considered good. No 
price changes are in sight. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Agricultural wrenches, 60-10 per 
“ent; engineers’ wrenches, 40 per cent: 
knife handles, 60 per cent. 

Wringers.—Sales are good. Prevail- 
ing quotations are 50 per cent off 


Lovell’s lists. 
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Office of HARDWARE AGE, 
410 Unity Building, 
Boston, June 19. 


ATURDAY was a holiday in this 
‘J city. Nearly 150 years back the 
Yanks and the British had a falling out 
and Massachusetts takes occasion every 
year to celebrate the event. Those old 
days were exciting ones in this terri- 
tory. The contrast to-day is marked, 
especially in the hardware trade. In 
those old New England days the New 
England merchant didn’t know whether 
he was coming or going. To-day the 
average retail New England hardware 
dealer is enjoying a good steady busi- 
ness and is sufficiently contented in 
mind to begin to wonder when he can 
slip away for a few days much needed 
vacation. 

The bulk of the goods moving out of 
retail stocks, as might be supposed, are 
seasonable, but one is continually run- 
ning into the fact that goods not gen- 
erally considered seasonable are selling 
surprisingly well. This fact more often 
than not is accounted for by a large 
number of people, who were out of 
employment, now being on the payroll 
of some manufacturer. Having a job, 
and with prospects of the job holding 
good for some time, these people are 
doing odd work deferred at a time when 
the outgo from the pocketbook was giv- 
en serious consideration. In other 
words, the rank and file of people to- 
day have money to spend. 

Industrial New England is ‘steadily 
gaining in activity, and gives promise 
of further improvement once the revi- 
sion in freight rates is out of the way. 
A tremendous public buying power 
therefore is being built up. The banks 
have plenty of money to loan to busi- 
ness and builders and rates for it are 
gradually working downward, which is 
a very good indication that general 
business will continue to expand for 
some time. One of the best sidelights 
one can find on conditions in a com- 
munity is rents. If rents are high, it 
is almost certain that people are pros- 
perous, otherwise they could not pay 
them. Rents most assuredly are high 
throughout New England. 

Automobile Accessories.—Further 
expansion in the movement of auto- 
mobile accessories out of jobbers’ 
stocks is noticeable. Naturally re-sale 
interests are selling more stock, other- 
wise the jobbers would not be doing the 
business they are. It is difficult to tell 
just what lines are the most active 
because of the wide variety handled by 
the average jobber and retail dealer. 
It is a certainty, however, that horns 
and brake lining are going big. Spark 
plugs, which have been slow, are show- 
ing signs of life. Some uncertainty in 
prices on competitive lines of acces- 
sories still exists, but the value situ- 
ation collectively is steadier than it has 
been before in months. 

Barbed Wire—Business in this 
branch of the hardware market hangs 
on much better than anticipated. To 
be sure the aggregate tonnage moved 
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in New England weekly is small as 
compared with that in other sections 
of the country, yet individual firms’ 
sales are running well in excess of 
those for the corresponding period last 
year. Prices are reported as firm and 
unchanged. 


We quote from Boston jobbers’ stocks: 
Galvanized barbed wire, 80-rod reels, $4.19 
per reel, 2-ply twisted, 80-rod reels, 33.77: 
galvanized barbed wire, catch weight reels, 


$4.75 per cwt.; 2-ply twisted, catch weight 
reels, $4.75. 

For shipment from mill: galvanized 
barbed wire, four point, in car lots, $3.15 
per reel, in less than car lots, $3.40; 2-ply, 
in car lots, $3.15 per reel, in iess than car 
lots, $3.40; 2-ply twisted. in car lots, $2.31 
per reel, in less than car lots, $2.48; 80-rod 


reels, in car lots, $2.67 per reel, in less than 
car lots, $2.96; all f.o.b. Pittsburgh. 
Staples, galvanized fence staples, from 


store, $4.75 per 100 Ib. 

Barrows.—The movement of bar- 
rows, according to those retail hard- 
ware dealers interviewed the past week, 
is nearer normal than it has been be- 
fore in a long time. It could be very 
much better, but it is so much better 
than anticipated this season, the trade 
is quite optimistic. Jobbers, on the 
cther hand, are moving comparatively 
few barrows, individual orders received 
from day to day concerning small 
amounts of stock. Deductions are the 
average retail dealer has about all the 
barrows required. 

We quote from Boston jobbers’ stocks 

Garden Barrows.—Standard makes, good 
quality, No. 4, $550 each, No. 5, $6.1 
From the factory. in lots of six or more 
slighgly reduced prices are named. 

Blankets.—Leading manufacturers of 
blankets are out with new prices that 
show advances ranging from 10 to 15 
per cent. Because they are out of sea- 
son the jobbing trade has been slow to 
adjust their lists, but probably will 
before the close of another week. The 
higher prices undoubtedly are based 
on the increased costs of raw wools 
that go to make up the material in the 
better grades of blankets. Some grades 
of the finer wools have advanced 150 
per cent from the recent low point. 

Canned Heat.—The advance guard of 
vacation buying of canned heat ap- 
parently is on. Some of the retail deal- 
ers in this territory have closed a very 
good business the past week. 

We quote from Boston jobbers’ stocks 
Sterno, 10.80 per gross, in any quantity; 
Theroz, $14.70 per gross, in any quantity: 
No. 4006, 90c. per doz. net or $10.80 per 
gross: larger size, $2.10 per doz. Sterno 
cooking ware No. 4001, stand with boiler 
(small), $9 per doz.; No. 4041 (large), $24 
per doz.; 33% per cent discount Tea 
kettle, with tray, $3.50 net each. Folding 
stoves, single burner, $24 per doz.: double 
burner, $30 per doz.; discount 3314 per cent. 

Theroz Cooking Ware.—Paragon burners, 
10c. each: No. 4 burners, $2 per doz.; Con- 
tinental (copper), $4 ner doz.: Continental 
(nickel), $3 per doz.; blue flame stoves, two 
burners, $2.35 each; combination mess kits, 
$3.33 each. 

Carpet Sweepers.—Although this is 
not the time when the average woman 
cleans up, the sale of carpet sweepers 
is satisfactory all things considered. A 
canvass of jobbing houses discloses the 
fact that stocks are remarkably small, 
and the same holds true of retail 
houses. It is necessary, therefore, for 
the retail dealer to order fresh goods, 
if he makes a few sales each week. 


We quote from Boston jobbers’ stocks: 
American queen, ball bearing, $50 per 
dozen; Universal, cyco bearing, Japan, $38 
per dozen nickeled, $42; Grand Rapids, 


ball bearing. Japan, $40: nickeled, $44; 
Standard ball bearing, Japan, $36 


Cotter Pins.—The demand for cotter 
pins is actually brisk, and it has been 
necessary for jobbers to order from 
manufacturers frequently of late. Not 
so very long ago the average jobber 
was saying he had more cotter pins 
than he could sell in a hundred years. 
Quite a different story to-day. The 
jobbing trade recently advanced its 
price from 90 and 40 per cent discount 
to 90, 10 and 10 per cent discount. This 
action has served to increase rather 
than slacken the buying, according to 
the trade. 

Electric Fans.—During the hot days, 
in the week ending the 10th, there was 
a mad rush on the part of jobber, re- 
tailer and public to buy electric fans. 
Since then the excitement has died 
down somewhat. The small electric 
fan is proving a popular seller and 
money-maker. Most of these fans job 
out in less than dozen lots for around 
$4 each, and in dozen lots at around 
$3.50. They can be resold for around 
$5 without effort. 

Freezers.—The hot weather previ- 
ously mentioned started the movement 
of ice cream freezers out of retail 
stocks with a vim. People who live in 
the cities do not, as a rule, buy freezers 
because it is so easy to run around the 
corner and get what you want without 
further effort or call the man up on 
the phone and have the cream deliverea. 
It is in the smaller towns that freezers 
apparently have sold the best so far 
this season. 








We quote from Boston jobbers’ sto« ks: 

Freezers.—White Mountain, 1-qt., $4 85 
list; 2-qt., $5.65 -qt $6.75: 4-q $8 95, 
6-qt.. $10.45; 8-qt.. $13.50; 10-qt.. $18: 12-qt., 
$21.55; 15-qt.. $25.60; 20-qt., $33.20; 25-qt., 
$42.60 ; 

Arctic, 1-qt., $4 list; 2-qt.. $4.) -qt., 
$5.55; 4-qt.. $6.80; 6-qt., $8.66; &-qt., $11.10; 
1O-qt., $14.80; 12-qt., $16.65; 15-qt., $23.30; 
20-aqt.. $30. ; 

Jobbers discount, 50 per cent from store 
or factory 


Galvanized Ware.—About every so 
often the manufacturers of galvanized 
ware make a slight adjustment in one 
or more items. This week one of the 
manufacturers notified jobbers of a re- 
duction of about 10 per cent on one 
number of ash sifters. So far this ad- 
justment of values has not attracted in- 
creased business. The average retail 
dealer is buying galvanized ware all 
the time, but only as needed and in as 
small lots as is possible to get along 
with. 


We auote from Boston jicbbers sto ks: 

Ash Cans. Galvanized, No. @4118, $2.: 
each, No. 109, $4.25 each. 

Coal Hods.—Japanned. wit! 


dles, 15-in $3.90 per doz 
17-in $4.64: galvanized, witl 
dies, 15-in., $5.40: 16-in., $5.95 
18-in.. $6.90 
Pails.—EFight-qt 

$2.20; 12-qt $2.35 
pails, 40-Ib. to the 
doz., $4.70 








Tubs. — Galvanized, N« 200, $10.54 per 
doz.: No. 300 $11 75 : > 

Garbage Cans.—Galvanized. No 1 $1.68 
per doz.: No. 2, $1.48; N t. $1.08 ; 

Refrigerator Pans.—N: 2, $4 per ck 


No. 3, $5 per doz 
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Garden Shears.—There appears to 
have been a little better movement of 
hedge and grass shears, according to 
a majority of the retail trade called on 
the past week. Buying, however, has 
been decidedly backward this season, as 
is attested by shipments from jobbers’ 
stocks. What the retail’ dealer and 
jobber say about the market checks up 
perfectly. 

We quote from Boston jobbers’ stocks: 


Hedge Shears.—Mahogany handles, cop- 


per ferrule, blades not notched, No. 6, $1 
each; No. 7, $1.25; No. 9, $1.55; notched, 
No. 1, $1.65. 


Grass Shears.—Popular makes, $3.12 to $9 
per dozen, according to quality. 

Sheep Shears.—True Vermonter brand, 
No. 015E, 5%-in., $10.50 per doz.; No. 057E, 
5%-in., $13 per doz. i 

Pruning Shears. — Seymour, Smith line, 
No. 0, $4.50 per doz.; No. 23, $6; No. 21, $8; 
No. 30, $8; No. 65, $7.65; No. 40, $14.65; No. 
290, $23.35. French wheel shears, 8-in., $18 
per dozen 9-in., $21. McKinney line, No. 
1, $36 per dozen in dozen lots; No, 2, $48. 


Grass Hooks.—Sales could be better, 
but considering what they have been 
the jobbing trade is not finding much 
fault. Business naturally is confined 
to the retail dealer serving outlying 
districts. 


We quote from Boston jobbers’ stocks: 

Reliance, No. 70, $3 net per dozen; Lawn 
King, $6.50; Little Giant, $5.25; Little Giant, 
adjustable, $6; Little Giant, long handle, 
$8: Komet, $4. 

Hose.—Quite an encouraging in- 


crease in the movement of rubber hose 
is noted by the Boston jobbing houses. 
The buying too, is coming from a wide 
radius, which leads to the belief that 
retail stocks are much smaller than 
they have been at this season in former 
years. From what the manufacturers 
say there seems little likelihood of any 
change in prices the balance of the sea- 
son, at least. This fact should lend 
confidence in the resale field. 


We quote from Boston jobbers’ stocks: 
Rubber hose, 5-ply, Pointer, 5-im, 8'6¢.; 


Leader, %-in., 9c.; %-in., 9%ec.; Olympic, 
(wire wound) %-in., 10c.; Good Luck, 
5g-in., lle.; Vigo, 10c.: Milo, %-in., 12%c.: 
3ull Dog. T-ply, %-in.. 14e. In 25 ft. 


lengths add %c. per foot fo above prices. 
Hot Plates.—Those hot plates that 
retail for $2 have been advanced 5 per 
per cent by the jobbing trade, following 
a similar marking up by the producers. 
The demand for hot plates are remark- 
ably good, better, in fact than it ever 
before has been at this time of the year, 
according to reliable information. 
Kiddie Kars.—It is evident from the 
amount of stock moving out of Boston 
all the time that young America has by 
no means lost his interest in Kiddie 
Kars and Koasters. The flying ma- 
chine may have come to stay, but we 
cannot as yet be considered as having 
passed beyond the whee) age, and just 
so long as youngsters see automobiles 
go whizzing past them, just so long will 


they want something with wheels on it 
to play with. 

We quote from Boston jobbers’ stocks: 

Kiddie Kars.—No. 1, $1 each; No. 2, $1.50; 
No. 3, $2; No. 4, $2.50; No. 5, $3; trailers, 
$1. Discounts 33% per cent. 

Kiddie Kars Specials,—Rubber tires, No. 
101, $2 each; No. 102, $3; No. 103, $3.75; 
No. 104, $4.50; No. 105, $5. Discounts 3314 


per cent, 

Kiddie Koasters.—No. 605, $11 list; No. 
705. $13.50. Discount 33%4 per cent. 

Kiddie Karts.—No. 301, $3 list; No. 362, 


$4; No. 303, $5; No. 304, $6; No. 305, $7.50. 
Discounts 33% per cent. 


Lawn Mowers.—Retail sales of lawn 


HARDWARE AGE 


mowers, collectively show expansion 
and the call for parts is remarkably 
good. Probably never before in the 
history of our home construction and 
maintenance have lawns played such 
an important part as they do to-day. 


We cuote from Boston jobbers’ stocks: 
Lawn Mowers, low grades, 14-in., $5.50 
each; 16-in., $5.75; 18-in., $6.25. Medium 


grade, ball bearing, 16-in., $8 each; 18-in., 


$8.38. High grade ball bearing, five-blade, 
eo” $12; 16-in., $13; 18-in., $14; 20-in., 
ov. 


Lead.—Local jobbing quotations on 
sheet lead have been marked up '2 cent 
a pound to 11% cents base. This ad- 
vance was anticipated in view of a 
further appreciation in pig lead values 
of late. People who ought to know say 
the advance in lead will hold for some 
time, their belief being based on the 
statistical position of the metal. If 
such should be true, the retail hardware 
dealer'is playing quite safe in buying 
sheet lead if his stocks are down to 
small proportions. 

We quote from Boston jobbers’ stocks: 

Sheet Lead.—1l'%4c. per lb., base list. 


Lunkenheimer Fittings.—Costs on 
fittings sold by the Lukenheimer Co. 
have increased 5 to 10 per cent on the 
average’ due to a revision in that com- 
pany’s discount allowance made neces- 
sary by the appreciation in raw ma- 
terials. 

Paints.—Paints have been going ex- 
tremely well, according to the jobber 
and retail dealer alike, and everybody 
seems to feel that business will con- 
tinue good until late fall. The price 
of paints evidently was reduced to a 
basis believed to be reasonable by con- 
sumers, judging from the turnover in 
wholesale and retail stocks. New home 
construction, in addition to a _ vast 
amount of fixing up of old houses that 
has been put off and put off for a long 
period are the foundations for the pres- 
ent paint business. Values to-day ap- 
parently are on a steady basis, judging 
from what the manufacturers report. 

Preserving Accessories,—Glass jars, 
rubber rings and the other things that 
go to make up preserving accessories 
are beginning to move in volume not 
enly from jobbing, but retail stocks as 
well. People have been putting up 
asparagus and Southern beans, and we 
are now in the heyday of the native 
strawberry season. Government officials 
inform us the blueberry crop will be a 


good one this season, and other berries 
probably will do well. Peaches will 
soon be coming into the market in suffi- 
cient quantities to be put up at reason- 
able cost. The retail hardware dealers 
are making these facts known to their 
women customers and are getting some 


good sales results. 

Rope.—Both manila and sisal rope 
continue to move out of stocks in a 
fairly satisfactory way. Jobbers’ stocks 
have been reduced to small proportions 
in a great many instances, but up to 
date no trouble has been experienced in 
filling incoming orders. Prices are re- 
ported as being firm and unchanged. 


jobbers’ stocks: 
Ib. Sisal rope, 


from Boston 
20c, per 


We quote 
Rope.— Manila, 
17c. per Ib., base. 
Twine.—Wool, 


16c. per lb. in full bales; 
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cotton, No, 1, 46c. 4 lb.; hemp, No. 18, 


36c., No. 24, 35e, per 1 

Scythes and Snathes. — Pastures 
throughout most sections of New Eng- 
land are doing well and hay crops are 
maturing rapidly. Indications are the 
first hay crop will be cut earlier than 
usual this season, and farmers in some 
sections of New England expect to get 
two cuttings. Feeds of all kinds were 
scarce and high last winter and the 
New England farmer is going to make 
the most of his hay this year. Al!I the 
more reason why scythes and snathes 
departments in retail stores should give 
a good return on the money invested 
this season. 

We quote from jobbers’ stocks: 

Scythes.—Little Giant, $16 per doz.; 
bramble sizes, $16.50 per doz.; brush sizes, 
$16.50 per doz. 

Snathes.—Ash, $13 per doz.; 
$14.75 per doz.; bush, $14.50 per doz, 

Shoe Findings.—Shoe findings con- 
tinue to sell well in this territory, es- 
pecially in those towns and cities where 
cotton mill employees are still out on 
strike. Naturally every economy is 
practiced there and mending of shoes 
is a common thing in the home of mill 
workers. Prices for leather are firm 
and indications are they will be higher 
rather than lower and this means that 
taps and strips bought to-day can be 
counted a good investment. 

We quote from Boston jobbers’ stocks: 


Leather Taps.—Men's extra light, 85c. to 
$1 per dozen; light, $1.05 to $1.25; medium, 
$1.30 to $1.60; heavy, $1.85 to $2.50; extra 


cherry, 


heavy, $3.25. Women’s light, 70c. to 90c. 
per dozen; medium heavy, $1.10 to $1.25. 
Boys’ medium, $1.25 to $1.50 per doz.; 
heavy, $1.75 to $1.90. 


Leather Strips.—Oak, heavy, medium and 
light, No. 1, 45c. to 55¢.; No. 2, 35c. to 40c. 

Rubber Heels. $1.25 to $2 
per doz. pair. 

Tubing.—Virtually all of the pro- 
ducers of seamless brass and copper 
tubing have marked up prices 2 cent 
a pound and jobbers have done likewise. 
Here is another case where the cost of 
raw materials is mounting with little 
indication the top has been reached. 

Washing Machines.—While not sell- 
ing as freely as they did two years or 
so ago, some of the jobbing houses say 
there has been quite a little improve- 
ment in the turnover in washing ma- 
chines so far this month. It is assumed 
that people going away for the summer 
are installing these machines in their 
vacation homes. 

Window Netting.—Business in this 


branch of the retail hardware trade is 


practically normal. Prices apparently 
are just as firm, if not more so, than 
they were last month. 

We quote from jobbers’ stocks: Cellar 
windows netting galvanized hardware 
grade, three-mesh, 5%c. base. 


Wire Cloth.—The fly season is about 
to open. Already many house owners 


have fixed up the old screen doors and 
window nettings, which means that a 
considerable aggregate tonnage of wire 
cloth has gone into public consumption. 
The buying movement is by no means 


over. Retail sales during the next month 


should increase. 


We quote from Boston jobbers’ 

Wire cloth.—From store, 12-mesh, 
48-in., $2.25 per 100 ft., 18-in. to 
$2.35; 14-mesh, 24-in. to 48-in., $2.40, 
to 22-in., $2.50. 


wood quality, 


stocks: 
24 to 
22-in., 
18-in 
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Office of HARDWARE AGE, 
1002 Park Building, 

Pittsburgh, June 19. 
NTEREST in the iron and _ steel 
trades, and in fact in practically all 
of the manufacturing industries, con- 
tinues to center on the question of how 
long the,.coal strike is going to last. 
Developments in the strike in the past 
week were not favorable to its early 
ending; in fact, it is believed now it 
may extend over the next month or two, 
and possibly longer. In the past week, 
leading Pittsburgh coal producers made 
a proposition to the heads of local 
miners’ unions to hold a_ conference 
with them on the question of making a 
scale satisfactory to both sides to apply 
in loca] districts only, this also to in- 
clude the absolute elimination of the 
“check-off” system. The vice-president 
of the local unions, in the absence of 
the president, very promptly sent a 
letter to the coal producers flatly de- 
clining the invitation for a conference, 
saying that any settlement of the strike 
must be national, and affect all the coal 

districts where the strike is in force. 
The uncertain outlook for an early 
settlement of the coal strike is having 
the quick effect of greatly strengthen- 
ing prices on all kinds of semi-finished 
and finished steel products in this dis- 
trict. Bars, plates and shapes have 
lately moved up $2 per ton on large lots 
at mill, rivets have advanced $3 per ton 
and there was also an advance in prices 
on small rivets. All the mills are now 
holding steel bars, plates and. shapes 
firm at 1.70 cents at mill, and indica- 
tions are that prices on all these prod- 
ucts will be higher in the near future. 


In spite of the coal strike, there has 
been no material restriction in output 
of pig iron and steel, on the contrary 
the output of pig iron is showing some 
increase, due to the blowing in of three 
or four more blast furnaces last week. 
Heavy stocks of coal had been accumu- 
lated by the large consumers prior to 
April 1, when the coal strike started, 
and not only has all the coal mined 
since that date been steadily absorbed 
by consumers, but in addition, stocks 
have been steadily drawn upon, and are 
row getting close to the danger point. 
This condition is creating a good deal 
of uneasiness among the large steel 


producers as to future supply of coal, 
and they are getting more conservative 
about taking orders for delivery beyond 
next month. In fact, some large steel 
producers are now firmly refusing to 
book any orders for shipment beyond 
July, and consumers of steel products 
are getting uneasy as to their future 
supply of material. 

All the above is having the effect of 
adding strength to prices which are 
now very strong on every item of iron 
and steel, and show indications of being 
higher in the very near future. Some 
mills have lately advanced prices on 
blue annealed sheets to the basis of 
2.60 cents at mill, but others are still 
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meeting the Steel Corporation price 
which is 2.40 cents at mill. 

New buying of track materials by the 
railroads has quieted down in the past 
week, purchasing agents for the rail- 
roads giving more time and attention 
to getting coal supplies for their roads, 
than in buying materials that they will 
not need for some time. The contracts 
being placed for structural steel shapes 
are heavy, one contract placed last 
week being for about 8000 tons for a 
new open hearth steel plant to be built 
by the Wisconsin Steel Works, Duluth, 
Minn., this concern being a subsidiary 
of the Steel Corporation. Heavy con- 
tracts for tin plate for delivery in sec- 
ond half of this year have been placed 
with American Sheet & Tin Plate Co. 
and the independent mills and the mar- 
ket price of $4.75 per base box, Pitts- 
burgh, is holding firm. 

A new development in the steel] trade 
is that wages on some classes of labor 
are being advanced. The Wheeling 
Steel Corporation lately gave their 
blast furnace employees a raise of 10 
per cent and advances have been made 
by other concerns. 

It is the belief here in all quarters 
that a settlement of the coal strike 
would quickly bring about such activity 
in the iron and steel trades as we have 
not had since war times. 

The activity in the demand for iron 
and steel products and the strength in 
prices are reflected to a large extent in 
the hardware trade, changes in prices 
in the past week having practically all 
been advances. In addition, manufac- 
turers of hardware are having consid- 
erable trouble in getting deliveries of 
raw materials from the steel mills, this 
applying particularly on steel bars, 
which are growing very scarce in sup- 
ply. There is also trouble in getting 
deliveries on other goods, notably field 
fence, wire cloth, lawn mowers, and 
other seasonable items. There is still 
a good demand for builders’ hardware 
in this district, and it is a fact that 
more new building is under way here 
now than at any time before the war. 
Work has just started on a new Y. M. 
C. A. building to be erected on Wood 
Street, in this city, and also on a very 
large apartment building in the Shen- 
ley Farm district, the latter structure, 


we are advised, to cost upwards of 
$3,500,000. Some good business in 
builders’ hardware and other products 
handled in the hardware trade are in- 
volved in these buildings, so that com- 
petition for the hardware and other 
products going into these buildings is 
likely to be very keen. 

The volume of business in hardware 
among jobbers and retailers this month 
will show a slight increase over May, 
and a nice increase over June of last 
year. The fact that prices are strong, 
with signs of going higher, is inducing 
both jobbers and retailers to place or- 
ders more freely than for some time. 

Automobile Accessories.—The great 
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activity existing in the general auto- 
mobile trade is reflected in the demand 
for accessories, which at present is 
heavier now than at any time for more 
than two ‘years. Talk of lower prices 
on accessories has about disappeared, 
and advances on some items are looked 
for in the near future. 





Local jobbers quote from stocks, f.o.b. 
Pittsburgh, as follows Miller Falls No. 
145 jacks, $4.75 Reliable jacks, No. 1, 
$2.33; No. 2, $3.33, in lots of 12; Derf spark 
plugs, 96c. each for all sizes in lots less 
than 50; Champion X spark plugs, 45c. each 
for less than 100 and 43c. each for over 
100; Champion regular, 53c. each for less 
than 100, all sizes 50c. each for over 100. 

Aluminum Ware.—Under date of 


June 10, Landers, Frary & Clark, New 
Britain, Conn., announees a reduction 
of about 10 per cent on its full line of 
Universal aluminum goods. It is like- 
ly that a number of other makers of 
aluminum will take the same action in 
the near future, and several have al- 
ready done so. 

Axes.—The recent reduction of 50 
cents per dozen on axes made by all 
the leading makers does not seem to 
have increased the new demand to any 
extent, and which is only fair. A good 
volume of business yet remains to be 
placed in axes for fall delivery, and 
at least some of this will no doubt come 
out ‘in the near future. 


Local jobbers are now quoting as fol- 
lows: Handle axes, 3%-lb. to 4%4-Ib., $20.80 
doz.; 4-lb. to 5-Ib., $21.40; 3%-Ilb. to 4%-Ib. 
No. 1, oval handles, $13.59; Miners, polished 
and blued, 3%-lb. to 4-lb. No. 1, oval 
handles, $10.90. Unhandled axes, 3%-lb. to 
446-Ib., $11.50; D. B. Mich., 32%-lb. to 4%- 
Ib., $16.30; D. B. Mich., 4-Ib. to 5-Ib., $16.90. 


Bolts and Nuts.—The Graham Bolt & 
Nut Co., and several other makers, 
have lately made an advance of about 
10 per cent and another Pittsburgh 
maker will take the same action within 
the next few days. Increasing costs of 
manufacture, due to higher prices on 
steel bars, and in some cases to labor, 
are given as the reason for this latest 
advance. The advance amounts to an 
average of about 10 per cent, and is 
reported to be holding very firm. The 
new discounts now in effect for large 
lots at makers’ mills and which are re- 
ported as holding very firm, are as fol- 
lows: 

Machine bolts, small, 
10 and 10 per cent off list 
small, cut threads, 60 and 
list. Machine bolts, larger and longer, 60 
and 10 per cent off list. Carriage bolts, % 
x 6-in., smaller and shorter, rolled threads, 
60 and 10 per! cent off list. Cut threads, 60 
per cent off list; longer and larger sizes, 
60 per cent off list Lag bolts, 60. 10 and 
10 per cent off list Plow bolts, Nos. 1, 2 
and 3 heads, 50 and 10 per cent off list: 
other style heads, 20 per cent extra. 
Machine bolts, ¢c.p.c. and t. nuts, % x 4-in., 
smaller and shorter, 50 and 106 per cent off 
list; larger and longer sizes, 50 and 10 per 
cent off list. Hot pressed square or hex. 
blank nuts, $4.50 off list. Hot pressed nuts. 
tapped, $4.50 off list. C.p.c. and t. sq. or 
hex. nuts, blank, $4.50 off list C.p.c. and 
t. sq. or hex. nuts, tapped, $4.50 off list. 
Semi-finished hex. nuts, *-in and smaller, 
T. S., 80 and 10 per cent off list; Small 
sizes, S. A. E., 80 and 10 per cent off list: 
S. A. EB. %-in. and larger, 80 per cent off 
list. Stove bolts in packages, 80 and 5 
per cent off list. Stove bolts in bulk, 80, 
5 and 2% per cent off list. Tire bolts, 65 
per cent off list. Track bolts in carloads, 
3.00c. to 3.25¢c. base. Track bolts, less than 
200 kegs, 3.50c, to 3.75c. base. Upset 


rolled threads, 6°, 
Machine bolts, 
10 per cent off 
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Square and Hex. Head Cap Screws: 
i4-in. and under, 80 and 10 to 80, 10 and 10 
per cent off list; y-in. to %-in., 80 and 10 
to 80, 10 and 10 per cent off list. Upset Set 
Screws: %-in, and under, 80, 10 and 5 to 
85 per cent off list; %,-in. to %-in., 80, 10 
and 5 to 85 per cent off list. Milled Square 
and Hex. Cap Screws: All sizes. 75 and 10 
to 80 per cent off list. Milled Set Screws: 
All sizes, 70, 19 and 10 per cent off list. 


It should be noted that the ‘above dis- 
counts on nuts and bolts apply only on 
large lots, jobbers charging the usual 
advances for small lots out of stock. 

Copper Products.—Due to the higher 
prices for raw copper, and the active 
demand for goods for which copper is 
the base material, prices have shown 
sharp advances. Soldering copper, 
rivets and burrs are up 10 to 15 per 
cent. 


Other items in copper are now quoted by: 


local jobbers as follows: Sheets 20%c. per 
lb. base; bottoms 29c. per Ib. base: rolled 
19c. per Ib. base; rod round 19c. per Ib. 
base. 

Cotton Goods.—The higher prices 
ruling for raw cotton are having the 
effect of advancing prices on nearly all 
cotton goods. A still higher market is 
predicted. 


Escutcheon Pins.—An advance of 10 
to 15 per cent in prices has been made 
on this product. 

Loca! jobbers now quote as follows: Brass 
1-lb. boxes, 100-lb. assorted, 60-5 per cent; 
25 to 99-lb., 60 per cent less; quantities, 50 
per cent; 100-lb, of an item bulk, 60-10 per 
cent. 

Field Fence.—Local jobbers and re- 
tailers continue to report a very active 
demand for field fence and fence wire. 
Makers of field fence are having trou- 
ble in getting deliveries of fence wire, 
and are getting very much behind in 
shipments. 


Local jobbers continue to quote field fence 
at 68 per cent off in carload lots, and 65 
per cent off list in lots less than 1000 rods, 
f.o.b. Pittsburgh. 


Ice Cream Freezers.—The demand so 
far this season has been much heavier 
than last year and promises fo last 
over the next month or two. Jobbers’ 
stocks are pretty well depleted and re- 
peat orders they are sending to the 
makers for freezes are very slow in be- 
ing filled. 

Local jobbers quote: Lightning, 
4-qt., $3.60, and 6-qt., $4.50 each. 


quote White Mountain, 3-qt., $3.40; 
$4.15; 6-qt., $5.25 each. 


Iron and Steel Bars.—The price of 
1.60 cents on steel bars in large lots at 
mill is now being named by only one 
maker, the Carnegie Steel Co., and this 
concern is reported to have its output 
under contract over the next 60 days. 
All other makers of steel bars are quot- 
ing at 1.79 cent sto 1.80 cents at mill 
in large lots, but refuse to sell for de- 
livery beyond July owing to uncertainty 
of future manufacturing costs, due to 
the coal strike. 

As noted in our report last week the 
Carnegie Steel Co. and Jones & Lough- 
lin Steel Co. are now quoting steel bars 
in small lots from warehouse at 2.20 
cents. ‘One leading Eastern mill that 
rolls iron bars has advanced prices $2 
per ton. The new demand for steel 
bars is extraordinarily heavy, all mills 
being back in shipments, and bars for 
prompt delivery are very hard to 
obtain. 


3-qt., $4 
They 
4-qt., 


HARDWARE AGE 


Local jobbers now quote steel bars rolled 
from billets at 2.20c. to 2.30c. depending 
on the order; reinforcing bars rolled from 
billets, 2.25¢, to 2.50c,., from old rails, 2c, to 
2,15¢.; refined iron bars, 2.15c. to 2.35¢., the 
higher prices being for large lots and the 
lower for small lots. bs 

Lawn Mowers.—Local jobbers report 
their stocks pretty well depleted, 
as new demand this year has been 
heavier than at any time for the past 


four or five years. Two leading mak- 
ers of lawn makers state they have 
their entire output for this year under 
contract, and are refusing to accept 
any new orders for delivery before 
next year. 

Sobbers quote 14-in. competition mowers 
at $5.50 each; ball-bearing mowers, 9-in. 
wheels, three 16-in. blades, $8 each; 10-in. 
wheels, four 16-in. blades, $10 each; 10-in. 
wheels, four 18-in. blades, $10.50 each; and 
triple train gear, 18-in. knives, $15.50 each. 

Paints and Supplies—The new de- 
mand for paints and painters’ supplies 
shows no abatement, one local house 
reporting that its sales in the first half 
of June were larger than in the entire 
same month last year. Prices remain 
very firm, and local jobbers quote from 
stocks as follows: 

Raw linseed oil, 1 to 4 bbl, $1 per gal. 
Boiled linseed oil, 1 to 4 bbl., $1.10 per gal. 
Turpentine, $1.10 per gal, in bbl. Denatured 
alcohol, in bbl., 50c. per gal. Strictly pure 
white lead, 100-lb. kegs, 12%c. per Ib.; 
10 per cent off in 500-lb. lots. Dry paste 
in bbl., 5¥%ec. per lb. Pure white shellac, in 
gal. cans, $4.50 per gal. Pure orange shel- 
lac, 4-lb. goods in gal. cans, $4 per gal. 
English Venetian red, in 100-lb. lots, 4%c. 
per Ib.; 500-lb. lots, 4c. per Ib. Ready 
mixed paints of high quality, $2.60 per gal. 


Inside varnish, $3.15 per gal. Outside var- 
nish, $4.10 per gal. 


We have already noted the fact that 
severe competition among makers of 
window glass has had the effect of 
keeping prices down to a point that 
allows very little profit. However, most 
of the hand-fired furnaces are now shut 
down for the summer, and also some of 
the machine fired furnaces, as the men 
cannot work in very hot weather and 
this is likely to have the effect of soon 
making .a stronger market on window 
glass. 


Jobbers quote single strength at 86 per 
cent off list; double strength A, 86 per cent 
off list; double strength B, 87 per cent off 
list. ‘ 


Roofing Paper.—The Barrett Co. and 
several other makers announce a reduc- 
tion of about 10 per cent per roll on 
rubber surface roofing papers, and also 
on rosin sized building papers. 

Small Tools.—The Millers Falls Co., 
Millers Falls, Mass., have made a slight 
revision in prices to a lower basis on 
some of its smaller tools. The reduc- 
tion is said to average from 5 to 10 per 
cent. 

Railroad Spikes.—Last week, Dil- 
worth Porter & Co., Ltd., of this city 
made an advance of $2 per ton on stand- 
ard railroad spikes, but made no 
changes in prices on small spikes. In- 
quiries are still quite active, the Balti- 
more and Ohio and the Pennsylvania 
Railroad being in the market at pres- 
ent for 5000 kegs each. Track bolts 
have also been advanced about $5 per 
ton, and are now quoted at $3.25 to 
$3.50 base, per 100-lb. in large lots at 
mill. 


Prices on standard spikes, 9/16-in. and 
larger, base, per 100 Ib., now range from 
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$2.25 to $2.35: spikes, 
base, per 100 lb., $2.50 to $2.75; spikes, 
bolt and barge, base, per 100 Ib., $2.75; 
track bolts, base, per 100 lb., $3.25 to $3.50; 
tie plates, base, per 100 lb., $2; angle bars, 
base, per 100 Ib., $2.50 to $2.75 at mill. 

_ The above prices on track mate- 
rials are only made on large lots and 
are f.o.b. at mill for small lots out of 
stocks, jobbers charge the usual ad- 
vances. 


Solder.—Owing to the higher prices 
for lead and tin, makers of solder have 
advanced prices from 10 to 15 per cent. 
Local jobbers are now quoting in small 
lots out of stock as follows: 

Per 190 Ib, 


44-in. and smaller, 


Per 100 lb 
OT! eee $17.25 
35/65 16.75 
3/6 16.40 
16.00 
Steel Pipe.—For some time there has 
been talk in the trade of an early ad- 
vance in prices on iron and steel pipe, 
and possibly also on boiler tubes. 
Local mills state that they do not con- 
template advancing prices at an early 
date, unless shortage in coal supply 
and higher manufacturing costs war- 
rant advances. The demand for small 
pipe for building purposes is very ac- 
tive, and jobbers find trouble in keep- 
ing their stocks complete. The demand 
for large sizes of pipe for oil lines and 
other purposes is also heavy, due to 
the great activity in the oil producing 
fields, and also to the higher prices for 
oil. Local jobbers quote steel pipe in 
small lots from stock as follows: 
Black Black Galv 
$2.71 -eee $5.30 $7.56 
; 10.22 
112.23 
16.45 
G cvs s-B8d 6:8 hae aT 
Above prices per 100 ft., f.0.b. Pittsburgh. 
Sash Cord.—The higher prices for 
raw cotton have brought about mate- 
rial advances in prices for sash cord, 
clothes lines, and other products in 
which raw cotton is used. 


Snow Shovels.—The Rochester Can 
Co., Rochester, N. Y., has bought the 
stock and machinery equipment of the 
Menzies Street Cleaner Co., Amster- 
dam, N. Y., and will likely remove the 
equipment to Rochester. For many 
years, the Menzie Co. made the popu- 
lar brand of Menzie snow shovels, and 
these will likely now be made by the 
Rochester Can Co. at Rochester. The 
latter concern is now quoting snow 
shovels for delivery over the remainder 
of the year, and is guaranteeing prices 
against decline. 

Sheets.—Some of the mills rolling 
sheets are anxious to sell for delivery 
beyond July, the American Sheet & Tin 
Plate Co. absolutely refusing to do so, 
due to the uncertainty of future costs 
on account of the coal strike. It 
said that a few of the independent 
sheet mills have taken contracts for 
black and galvanized sheets for de- 
livery over all of third quarter on the 
basis of 3.30 cents for No. 28 gage 
black, 4.30 cents for No. 28 gage gal- 
vanized, these prices being $3 per ton 
higher than are being quoted by the 
American Sheet & Tin Plate Co. for 
delivery up to July only. The new 
demand for sheets of all grades is 
heavy, especially for automobile body 


Galv. 


$ 


4.33 
4.55 
8 


is 





June 22, 1922 


HARDWARE AGE 











Think of the time 


these garage sets 


MCKINNEY 


Hinges and Butts 
and Hardware 


Also door hangers and 
track, door bolts and 
latches, shelf-brackets, 
window and screen hard- 
ware, cabinet hardware, 
steel door mats and 
wrought specialties, 


ELLING a man a complete set of 

McKinney Garage Door Hardware 
is as.simple and quick an operation as 
selling him a hammer or a screw driver 
—no matter how elaborate the doors 
of his garage are going to be. 

As soon as he explains to you what 
kind of a door he is going to have for 
his garage, you hand him the box con- 
taining the McKinney Garage Door 
Hardware Set which will enable him to 
hang and operate that kind of a door. 

You don’t have to spend a lot of time 
thinking about what hardware he will 
need, nor trot all over the store as- 
sembling it. You don’t have to figure 
up prices, you don’t have to Wrap any- 


will save you 


thing up. You don’t undergo any mental 
agonies worrying about whether you for- 
got something. Everything needed is in 
the McKinney Box—from track to 
screws. And every,article is the highest 
grade hardware— McKinney made. 

If your customer isn’t sure just what 
kind of a door he wants, your McKinney 
Garage Door Book will come in mighty 
helpful to both of you. -It shows pic- 
tures and working plans of all kinds of 
garage doors, together with the special 
box of McKinney Hardware which goes 
with each door. Write us for this book. 
When it comes, fasten it to your counter 
where it will actually help you sell 
garage sets. 


MCKINNEY 


Complete Garage Door Sets 


McKINNEY MANUFACTURING COMPANY, 


Western Office, Wrigley Bldg., Chicago 


Pittsburgh 


Export Representation 
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sheets, all the mills rolling this class 
of sheet being very much back in de- 
livery. Sheet mills are operating at 80 
to 85 per cent of capacity, and are filled 
ahead for some time. 

Tin Plate.—Quite heavy contracts 
for tin plate have been taken by Amer- 
ican Sheet & Tin Plate Co. and inde- 
pendent mills for delivery over second- 
half of the year at the regular price 
of $4.75 per base box, f.o.b. mill, Pitts- 
burgh. Jobbers charge the usual ad- 
vances for small lots out of stock. 

Welding Brass and Bronze Rods.—A 
material advance in prices has been 
made on these goods by the manufac- 
turers and the market is very firm. 


Local jobbers now quote brass and bronze 
rods as follows: 







Tobin Bronze Brass 

ab. Lb. 

\% in. diam., 36 in. long.. 2714¢c. 18\c. 
ys X 36 in., 36 in. long... 27%c. 17\c. 
% x 36 in. in. long... 22c. 174c. 
fs X 36 in., 36 in. long... 22c. 174c. 
% x 86 in., 36 in. long... 2144c 1714¢. 
ly x 36 in., 36 in. long... 2114¢ 1714¢. 


Office of HARDWARE AGE, 
604 Mercantile Library Building, 
Cincinnati, June 17. 


§ ieenee are no special features con- 
nected with the hardware business 
at the present time. Jobbers and deal- 
ers report that business is keeping up 
wonderfully well, and those who keep 
a close check on their sales say that 
this year is running 20 per cent better 
than last year in dollars and cents. 
When it is considered that prices are 
approximately 15 per cent lower than 
last year the improvement in tonnage 
would be rather remarkable. 

Jobbers report that shipments from 
manufacturers are not what they would 
like to see. This is especially true of 
builders’ hardware, the demand* for 
which is very heavy. Some items are 
very hard to get, and with the present 
conditions continuing there is certain 
to be a shortage in some lines. 

Prices are very firm and while an 
occasional decline is noticed the tendency 
is distinctly upward. There have, how- 
ever, been few advances recorded with- 
in the past month or so, but with ad- 
vancing prices of steel it is expected 
that the hardware manufacturers will 
be forced to follow suit, as it is said 
row that goods are being sold at a very 
close margin. 

Seasonable goods continue to be the 
leading sellers, although there is some 
interest being shown in futures. The 
automobile accessory branch of the 
trade is having an exceptionally good 
year, and it is noticeable that the de- 
mand from the country districts is im- 
proving in perhaps a higher ratio than 
that from the city. With the touring 
season in full swing the demand, par- 
ticularly for touring accessories, is 
heavy. There have been few price 
changes in the accessory branch, most 
of them being revisions of current 


prices, which have only a minor effect 

on the general situation. 
Axes.—Jobbers report a fair demand 

for axes for fall shipment. 


The recent 
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Wood Bowls.—A slight reduction in 
prices on wood bowls has been made 
by a leading maker. 


_ Jobbers now quote out of stock first qual- 
ity as follows: 


Doz. Doz 
eee $1.55 iC ee $12.10 
fe ere 4.00 BPs chin seas 17.60 
| eee 6.60 reer 


Wrought Iron Washers.—Under date, 
June 13, a leading maker announces an 
advance on wrought iron washers at 
about 10 per cent, and other makers 
are likely to take the same action in 
the near future. 

Wige Products.—The demand for 
wire and wire nails continues active, 
but there is a strong disposition on the 
part of local mills that make wire and 
wire nails not to sell very far ahead, 
due to the uncertainty of future costs, 
on account of the coal strike. Local 
jobbers that have the leading interest 
as their regular source of supply, state 
they are having trouble in getting ship- 
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price reduction of 50 cents per dozen 
had a somewhat stimulating effect on 
the market. Local jobbers have made 
this reduction in their prices in line 
with their policy of making changes as 
soon as received. 

Automobile Accessories.— The de- 
mand for touring accessories is at its 
height at the present time and sales 
are very satisfactory. Tires are mov- 
ing very well, and luggage carriers, 
tire carriers and camping outfits are 
also big sellers. There have been no 
price changes of consequence reported 
in the past two weeks, but some re- 
visions have been made in current lists 
which are only of minor importance. 
According to a local jobber the price 
tendency is distinctly upward and it 
would not be surprising if advances 
were recorded within the next month 
o1 so. This is particularly true of ar- 
ticles made from sheet metal, the mill 
prices on which are higher and still 
continuing to climb. ' 

Bale Ties.—Some interest is being 
shown in bale ties, and a fair number 
of orders have already been placed at 
prices to be named at the time of ship- 
ment. 

Bathroom Fixtures.—The demand for 
bathroom fixtures continues strong and 
sales are entirely satisfactory. Prices 
show no change. 

Builders’ Hardware.—The demand 
for builders’ hardware is very heavy 
and shortages of some items are devel- 
oping. Shipments from manufacturers 
are rather slow. Prices are very firm 
and one of the smaller manufacturers 
has made a general advance of 10 per 
cent on his entire line. It would not be 
surprising in the opinion of some job- 
Lers if prices would be higher in the 
very near future. In the meantime, 
quotations are unchanged. 

Bolts and Nuts.—Local jobbers have 
made further advances in prices of 
bolts and nuts as a result of advances 
made by manufacturers. The advances 
approximate 5 per cent on carriage and 
machine bolts. The demand for bolts 
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ments of nails promptly. Prices re- 
main firm but are unchanged. The 
American Steel & Wire Co. still quot- 
ing wire nails at $2.40 base, for in- 
definite delivery. The independent 
mills continue to quote wire nails at 
$2.50 base, and are making quicker de- 
liveries than the leading interest. 


Jobbers quote from stocks, f.o.b. Pitts- 
burgh, as follows: Wire nails, $2.65 base 
per keg; galvanized, 1 in. and longer, in- 
cluding large head barbed roofing nails, 
taking an advance over the price of $1.25, 
and shorter than 1 in., $1.75; bright Bes- 
semer and basic wire, $2.50 per 100 Ib.; 
annealed fence wire, Nos. 6 to 9, $2.50; gal- 
vanized wire, $3; galvanized barbed wire, 
$3.25: galvanized fence staples, $3.25; 
painted barbed wire, $2.75; polished fence 
staples, $1.75; cement coated nails, per 
count keg, $2.25 to $2.35; these prices be- 
ing subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 68 to 
70% per cent off list for carload lots, 67 to 
691%, per cent for 1000-rod lots, and 66 to 
681% per cent for small lots, f.o.b. Pitts- 
burgh. 





and nuts continues to be satisfactory. 


We quote from Cincinnati jobbers’ stocks: 
Machine bolts, small sizes, 70 and 5 off, 
large sizes, 65 and 5 off; carriage bolts, 
small sizes, 60 and 5 off, large sizes, 55 and 
5 off; stove bolts, 80 off; semi-finished nuts, 
9/16 and smaller, 75 and 10 off, larger sizes 
70 and 10 off. 


Cutlery.—The demand for cutlery is 
good at the present time, probably ac- 
counted for by the fact that dealers 
consider the present a good time to 
round out their stocks, as prices are 
figured to be as low as they will be for 
some time to come. 

Cooking Ware.—There is a fair de- 
mand for cooking utensils, particularly 
for glass cooking ware. The number 
of new houses to be furnished this year 
accounts for this and hardware dealers 
are taking advantage of their oppor- 
tunity to push sales. Prices are hold- 
ing up: very well. 

Drills—While some types of drills 
have been reduced by some manufac- 
turers the price situation generally is 
firm. There is some improvement no- 
ticeable in the demand for carbon and 
high speed drills, but it is still some- 
what below what is considered normal. 
No price changes have been made by 
local jobbers. 


Cincinnati jobbers quote: Carbon drills, 
65 and 5 off; high speed drills, 50 and 5 off. 


Eaves Trough and Conductor Pipe.— 
Sales continue heavy, and bid fair to 
increase as the season progresses. 
Prices are exceptionally firm and in 
the opinion of some jobbers advances 
will be made shortly. In the meantime, 
however, Cincinnati jobbers quote the 
same prices as have been in effect for 
the past six weeks. 

We quote from Cincinnati jobbers’ stocks: 
28-gage, 5-in. eaves trough, $4 per 100 ft.; 
28-gage, 3-in. corrugated conductor pipe, 
$4.25 per 100 ft.; 3-in. corrugated conductor 
elbows, $1.51 per doz. 


Farming Tool Handles.—There has 
been a fair movement in farming tool 
handigs as the harvesting season ap- 
proaches and country dealers report 
their sales as satisfactory. Prices show 
no change. 


We quote from Cincinnati jobbers’ stocks: 
Straight hay forks, 5% ft., $3.10 per doz. ; 
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“C-B-CO” Bottle Capp 


Complete with Improved Automatic Release 


As Easy to Sell as It Is to Use 


The “C-B-CO” Bottle Capper is popular with 
housewives because they find it a real necessity 
in home-canning and bottling time. The 
“C-B-CO” caps any bottle instantly and se- 
curely, and it’s complete in itself—no extra 
adjustments, no blocks, stands or keys re- 
quired. 

You need a stock of “C-B-CO’S” right now! 
The canning and bottling season is in full 
swing! See your jobber or order direct from 


th St. 


Comstock-Bolton Co. ierees ate at 


Easy to Use 
| 8. “: Nothing to get out of fix; 
Caps *Fm All : 7 — nothing complicated; noth- 
, .. ° ing to give trouble. A 
Your customers can use : 
4 sturdy, easy-to-operate bot- 
any bottles they have or : , 
k ad tle capper, built on the 
any they can get. It makes =e % pee ; 
: “Cc a : correct principle. Your 
no difference to the “C-B- ail sahil: tell aii Ria aad 
. x custor s se lis ad- 
CO” Bottle Capper what x = 1p 
. . ial oe vantages at a glance. 
size or shape they are. : ast 
The “C-B-CO” adjusts it- 
self to fit any size bottle. 
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6 ft., 


$4_ ber doz. ; 7 ft. per doz.; bent hay 
forks, f 


514 » $3.65 en doz.; 6 ft., $4.65 
per doz.; long manure forks, $2.65 per doz. ; 
same with straps, $4.65 per doz.; D shovei 
handles, $4.45 per doz.; D spade handles, 
$4.25 per doz. ; cotton hoe handles, $2.15 per 
doz.; rake handles, $2 per doz. 

Files——Local jobbers report contin- 
ued improvement in the demand for 
files for manufacturing plants and auto- 
mobile repair shops. Prices show no 
change and the report that reductions 
might be made does not seem to have 
much foundation. 

Cincinnati jobbers quote: Nicholson files, 
60 and 5 off; other makes, 70 off. 

Garden Tools.—While a greater part 
of the demand for garden tools has 
been satisfied, current sales are en- 
tirely satisfactory from the jobbers’ 
standpoint. Dealers’ stocks are moving 
well. Prices are firm and unchanged. 

Glass.—Nothing new has developed 
in the situation as regards window 
glass. The price situation is much 
firmer than it has been and the de- 
mand too is showing a steady improve- 
ment. There is some talk of higher 
prices developing in the near futture, 
but nothing has yet been done in this 
connection by local jobbers. 

Cincinnati jobbers’ quote: Single strength 

, 37 per cent discount; double strength A 
88 per cent discount. 

Galvanized Ware.—The demand for 
galvanized ware is very good at the 
present time. Garbage cans and pails 
are the leaders. The price situation is 
showing a great deal of strength and 
it would not be surprising if advances 
were recorded within the next week 
or so. 

We quote from Cincinnati jobbers’ stocks 
Galv. pails, 10-q t.. $2; 12-qt., $2.25; * 
$2.50; 16-qt., $3.25; galv. tubs, No. 0. 498: 
No. 1, $5.75: No. 2, *56.50; No. 3, $7.60, ali 
prices per doz. 

Garden Hose.—The demand for gar- 
den hose is still fairly good from the 
jobbers’ standpoint and the movement 
from dealers’ stocks is keeping up Sur- 
prisingly well. Prices show no change. 

We quote from Cincinnatj jobbers, stocks: 
Molded hose, in 500-ft. coils, %-in., 8%4c. 
per ft.; %-in., 914c. per ft.; %-in., 10M%c. 
per ft.; 14-in., 6-ply, in 50-ft. coils, 10%c. 
per ft.; %-in., 6-ply, in 50-ft. coils, 12%4c. 
per ft 

Ice Cream Freezers.—The demand for 
ice cream freezers shows a very heavy 
increase over previous weeks and sales 
of jobbers and dealers are very satis- 
factory. Prices are very firm and most 
jobbers are quoting freezers at 50 and 
5 per cent off list. 

Lawn Mowers.—Despite the fact that 
the season is practically over as far 
as the jobbers are concerned, the de- 
mand for lawn mowers keeps up at a 
surprising rate. Jobbers’ stocks are 
practically non-existent and dealers too 
have about exhausted theirs. Prices 
are the same as last quoted. 


We quote from Cincinnati jobbers’ stocks: 
cme lawn mowers, 12-in., $4.70 each; 14- 
$4.95 each; 16-in., $5. 30 each: medium 
bearing, 14-in., $7.50 each; 16-in., $7.75 
each; better grade, ball bearing, 14-in., $8 
each; 16-in., $8.35 each; 18-in., $8.75 each; 
five-knife high whecl ball bearing, 16-in., 
$11.25 each; 18-in., $11.75 each; 20-in., 
$12.25 each. 


Lawn Rollers.—There is fair demand 
for lawn rollers and sales to date have 
been very heavy. 

Nails.—The demand for nails con- 
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tinues heavy with prices unchanged. 
Rumors are current that prices of nails 
will shortly be advanced at least 10 
cents a keg but no intimations have 
been received from manufacturers as 
to when this increase will go into effect. 
Local jobbers’ stocks are in fairly good 
shape to take care of all immediate 
needs. Mill quotations continue to be 
from $2.40 to $2.50 per keg with local 
jobbers quoting wire nails at $2.85 per 
keg and cement coated nails at $2.40 
per keg. 

Paints and Oils.—Local jobbers re- 
port paints moving in a very satisfac- 
tory manner. Paint jobbers report 
their business to date this year as the 
best they have ever experienced. The 
demand for turpentine and linseed oil 
is exceptionally good and prices are 
holding very firm. 


We quote from Cincinnati jobbers’ stocks: 
Ready mixed house paints, $2.69 per gal.; 
Linseed oil, 96 cents per gal.; Turpentine, 
94 cents per gal.; White and Red lead, 13 
cents per lb. 


Radio Supplies.—Jobbers and dealers 
handling radio supplies report their 
sales as very heavy and extreme diffi- 
culty being experienced in securing 
sufficient stock to take care of the 
trade. 

Refrigerators.—Refrigerators are 
moving very well, the higher priced 
ones seeming to be in the biggest de- 
mand. Prices are unchanged. 


Roofing Paper.—The demand for 
roofing paper is exceptionally good at 
the present time and the indications 
are that it will continue so for some 
time to come. No price changes are 
reported and local jobbers do not anti- 
cipate any at least for the time being. 

Rivets.—Some manufacturers’ of 
rivets have made slight advances in 
their prices but local jobbers have not 
as yet followed suit. The demand con- 
tinues to improve. All sizes are quoted 
at 65 off. 

Rope.—The movement in rope is 
much better than it has been at any 
time within the past year. Dealers 
however are not inclined to, stock for 
the future, and hand to mouth buying 
continues to be the rule. Prices are un- 
changed. 

Cincinnati jobbers ouote: Best grades 
-jiaaeaa rope, 18%c. per lb.; Sisal, 111%4c. per 

Rules.—A 10 per cent reduction in 
rules has been made by manufacturers 
and local jobbers have changed their 
prices accordingly. 

Sheets.—The demand for steel sheets 
is exceptionally heavy. Prices however 
show no change but it is expected that 
an advance of $5 a ton will be made in 
the near future to correspond with 
higher prices being quoted by mills 
for third quarter shipment. 


We quote from Cincinnati jobbers’ stocks: 
No. 28 black sheets, 4.50c. per lb.; No. 28 
galvanized sheets, 5.50c. per Ib. ; No. 10 blue 
annealed sheets, 3.60c. per Ib. 


Screen Doors and Windows.—Local 
jobbers and dealers report their sales 
of screen doors and windows as entirely 
satisfactory, with prices showing no 
change. 


We quote from Cincinnati jobbers’ stocks : 
Screen doors, common, 2-10 x 6-10, $20 
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2-10 x 7 ft., $20.50 per doz.; 3 ft. 

ey oper doz.; medium fancy, 2-10 

20) P iol doz. ; ; 2-10 x 7, $28.50; 

High grade, moe x 6-10, 

2-10 x 7, $46.75; 3 x 7%, 

Screen windows, extension type, 24 

x 37, $6.40 per doz.; 30 x 37, $8 per doz.; 
36 x 37, $9.25 per doz. 


Shovels.—Local jobbers report a 
heavy movement in shovels, the higher 
priced ones seem to be in the biggest 
demand. Prices are firm and un- 
changed. 

Sporting Goods.—The demand for 
sporting goods continues excellent and 
jobbers report many replacement orders 
from dealers whose stocks have been 
exhausted. Baseball goods in particu- 
lar are moving well and a great deal 
of interest is being shown in hunting 
outfits for the fall trade. No price 
changes have been made recently and 
none are expected. 

Sprinklers.—The demand for galvan- 
ized sprinklers is very fair at un- 
changed prices. 

Screws.—The demand for wood 
screws is fairly heavy and an improve- 
ment is also noticed in machine screws 
which however are still somewhat be- 
low normal. No further price changes 
have been made by local jobbers but 
the tendency is upward. 


Cincinnati jobbers quote: Machine screws, 
all sizes 65 and 10 off; cap screws, 65 off; 
set screws, 75 and 10 off; coach screws, 65 
off; wood screws, 85 and 5 off. 


Stove Pipe and Elbows.—Fall orders 
are coming in nicely, probably stimu- 
lated by the fact that prices in the opin- 
ion of jobbers are certain to be ad- 
vanced in the near future. 

Sash Cord.—The building activity in 
the Cincinnati district has created’ a 
very good demand for sash cord. No 
price changes have been made recently 
but it would not be surprising if fur- 
ther advances would be announced in 
the near future. 


Cincinnati jobbers quote: High grade 
sash cord, No. 8, 58 cents per lb.; medium 
grade, No. 8, 37 cents per lb. 


Sash Weights.—Cast iron’ sash 
weights are moving well at prices the 
same as have been in effect for some 
time past. $1.85 per 100 lbs. is the 
ruling price. 

Screen Cloth—The demand for 
screen cloth continues heavy and job- 
bers’ and dealers’ stocks are now at a 
very low point. Prices are very firm. 


We quote from Cincinnati jobbers’ stocks: 
Black painted wire cloth, 12 mesh, $1.90 per 
100 (9. ft.; Opal wire cloth, $2.45 per 100 
sq. ft. 


Toys.—Dealers handling toys report 
their sales as very good, wheel toys in 
particular moving in good volume. 
Prices are unchanged. 

Tin Plate.—Jobbers report the move- 
ment in tin plate continuing heavy. 
Prices are very firm and with the an- 
nouncement of third quarter prices by 
mills, are expected to show little change 
for the balance of the year. 

Wire Products.—There is a good de- 
mand for wire products of all kinds. 
Jobbers report some nice orders for fall 
shipment and dealers’ stocks are also 
moving very well. The price situation 
is very firm. 


We quote from Cincinnati jobbers’ stocks: 
Poultry netting, galvanized before weav- 


per doz. ; 
x 
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Sigersoll 


“SENSIBLE WATCHES” 








The Guarantee—the Repairs 
—the Service 


WE believe in the square deal—to both dealer 

and public. Back of Ingersoll Watches 

stands our sound, sensible guarantee. Behind 

that are all the tremendous financial resources of 

the Waterbury Clock Company, of Waterbury, 

Conn., where the many millions of Ingersoll 

Ingersoll Yankee Watches have been made for the past thirty 
$1.50 Retail years. ; 


You can count on our full support on repairs. 
Defective watches, as assured by our guarantee, 
will be repaired free of all charge. On all other 
repairs our new reduced price schedule went into 
effect on June first, insuring the most reasonable 
charges. 





With the factory repair faciliti¢s of the Water- 
bury Clock Company of Waterbury, Conn., we 
stand ready to give Service Plus, with satis- 
factory repairs, made in double-quick time, at 
nominal charges. 

If you never have handled Ingersoll Watches, 
or your stock is low, it would be well to write 
tous. The advertising is increasing, the demand 
growing. 


Ingersoll Watch Company, Inc. 





New York Chicago San Francisco 


Yankee Radiolite 
$2.50 Retail 
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ing, 50 and 10 off: galvanized after weaving, 
50 off; 2-pt. cattle wire, $3 per reel; 4-pt. 
cattle wire, $3.20 per reel; 2-pt. hog wire, 
$3.20 per reel; 4-pt. hog wire, $3.50 per reel; 
polished staples, $3 per 100 Ibs.; No. 


annealed wire, $2.70 per 100 Ib. 
Wheelbarrows.—The 


demand for 


Office of HARDWARE AGE, 
3725 Colfax Avenue, So., 
Minneapolis, Minn., 
June 17. 


} USINESS conditions in general con- 

tinue to show a steady gain, and 
tke retail hardware dealer is obtaining 
more than his proportionate share of 
it because of the large amount of con- 
struction work in progress. Practically 
all lines of the dealers’ stocks are now 
moving quite freely. Dealers gener- 
ally express themselves as very well 
pleased with the volume of business 
being received. 

Business has been so good in some 
lines that jobbers’ stocks have been 
badly broken with little chance for re- 
plenishing in time for this season’s 
needs. 

Prices have become very stable so 
that no price changes have been re- 
ported for some weeks. No declines 
are expected under present conditions. 


Advances have been announced in 
carriage and machine bolts, also in 
sheet steel. Some jobbers have not yet 
revised their prices. Dealers’ using 
large quantities would do well to sort 
up stocks from such jobbers as have 
not already advanced prices. These 
price changes will probably be avail- 
able for next issue. 

Builders’ Hardware.—Builders’ hard- 
ware departments are doing a _ very 
large volume of business, and this is 
expected to run heavy well into »the 
fall season. While many building per- 
mits are still being taken out there are 
not so many as earlier in the year. 

Axes.—Demand continues to be of 
average volume. Stocks are plentiful 
and prices remain firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Medium grades, single bit, 
base weights, $11.50 per doz.; double bit, 


$16.50 per doz. 

Bolts.—There is a steady demand for 
bolts at this time. While manufactur- 
ers have announced advances in price 
jobbers have not put these changes in 
effect at this writing. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Small carriage bolts, 60 per 


cent; large carriage bolts, 50-5 per cent; 
small machine bolts, 60-10 per cent; large 
machine bolts, 60 per cent; stove bolts, 


75-10 per cent; lag screws, 60-5 per cent. 
Brads.—There continues to be a very 

active demand for brads. Stocks are 

ir fair condition. Prices remain firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Brads, in standard packages, 
75 per cent from lists. 


Churns.—Sales remain only of aver- 
age volume. Prices show no change. 
We quote from jobbers’ stocks, f.o.b. 


Twin Cities: Belle, barrel type, churns, 40-5 
per cent from list. 


Eaves Trough, Conductor Pipe and 
Elbows.—There continues to be a very 
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wheelbarrows continues heavy and local 
jobbers report they are having diffi- 
culty in keeping up with them. Prices 
are the same as last quoted. 
Wrenches.—There is a fair demand 


TWIN CITIES 


heavy demand for this line of goods, 
and an increasing demand is expected 
until the close of the building season. 
Prices are firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Eaves trough, 28 gage, 5-in., 
lap joint, single bead, $4.50 per 100 ft.; 
3-in. corrugated conductor pipe, $4.50 per 
100 ft.; 3-in. corrugated elbows, $1.55 per 
doz. 

Files.—Demand for files is now very 
active and a good volume of business 
is being done. Prices remain as for 
some time past. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson files, 60-5 per cent; 
Arcade files, 70-2% per cent; Disston files, 
70-10 per cent, 

Galvanized Ware.—Sales of galva- 
nized ware while not so brisk as they 
might be are considered as fair. Prices 
remain unchanged. 

We quote from jobbers’ 





stocks, f.0.b. 


Twin Cities: Galvanized tubs, No. 1, $6.10 
per doz.; No.'2, $6.85; No. 3, $8; heavy 
galvanized, No. 1, $12; No. 2, $13; No. 3, 


$15; standard 10-qt. galvanized pails, $2.25 
per doz.; 12-qt., $2.35; 14-qt., $2.70; stand- 
ard 16-qt. stock pails, $4.25; 18-qt., $4.80; 
heavy stock pails, 16-qt., $6; 18-qt., $7.35. 

Glass and Putty—Demand is about 
the average for this season of the year. 


Prices remain as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single strength glass, 84 per 
cent; double strength glass, 85 per cent 


from standard lists. Putty, $4.40 per cwt. 
Hose.—Garden hose is now meeting 
with a very brisk demand with short- 


ages reported in some grades. Prices 
remain as first announced. 
We quote from jobbers’ stocks, f.o.b. 


Twin Cities: Five ply, 3.4-in., 114c. per ft.; 
3 ply, competition hose, 94c. per ft. 

Ice Cream’ Freezers.—Sales have now 
reached about the average volume for 
this season. Prices show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade, wooden tub, 4-qt., 
$4.13 each; 8-qt., $6.75 each. ' 

Lawn Mowers.—There has been a 
very heavy demand for lawn mowers, 
which has probably reached the peak 
at this time. Prices remain as last 
quoted. 


We quote from local jobbers’ stocks, f.o.b. 
Twin Cities: Best standard grades from 25 
to 30 per cent from list; medium grade, ball 
bearing, $8.35 to $9.50 each. 


Milk Cans.—Demand is considered of 


fair volume. Prices remain as _ last 
quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Railroad milk cans, 5-gal., 


$2.25 each; 8-gal., $2.80 each; 10-gal., $2.95 
eacn. 

Nails.—There is a very heavy de- 
mand for nails at this time. Prices re- 
main as last quoted. 


We quote from jobbers’ stocks, 
Twin Cities: Standard wire nails, 
base; cement coated nails, $2.80 base. 


Paper.—Builders’ papers are now re- 
ceiving a very steady call and a good 
volume of business is being done. Prices 
remain as for some time past. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: No. 2 tarred felt, $2.57 per 


f.o.b. 
$3.45 


Reading matter continued on page 92 








June 22, 1922 


for wrenches of all kinds, particularly 
from the automobile repair field. Pipe 
and monkey wrenches are also moving 
in better volume than for some time 
past. Prices show no change. 














ewt.; string felt, $1.42 per cwt. Red rosin 
sheathing, $2.19 per cwt. 

Poultry Netting.—Although the bulk 
cf the sales for the season is probably 
over there is still quite a satisfactory 
demand for poultry netting. Prices re- 
main as first announced. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Hexagon poultry netting, 55 
per cent from standard lists. 

Rope.— Sales of rope continue in 
good volume. Prices show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Pure manila rope, 19%¢c. per 
lb. base; pure sisal rope, 164c. per Ib. base. 

Sash Weights.—Sales are of good 
volume and prices remain firm. 

Screws.—Sales of screws are consid- 
ered very satisfactory and a good vol- 
ume of business is being received. 
Prices show no change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Flat head bright screws, 8212- 
10 per cent; round head blued screws, 80-5 
per cent; flat head japanned screws, 75-5 
per cent; flat head brass screws, 75-10-5 
per cent; round head brass screws, 70-5 per 
cent. 

Solder.—Demand for solder is of 
fair volume. Prices remain stationary. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Half and half solder, 28c. 
per lb 


Steel Sheets.—Sales of steel sheets 
continue to show some improvement. 
Strengthening market conditions has 
served to stimulate some demand. Steel 
mills have announced advance in price 
but jobbers have not increased their 
prices at this writing. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: 28 gage galvanized sheets, 
$5.50 per ewt.; 28 gage black sheets, $4.50 
per cwt. 

Tacks.—Demand is considered of fair 
volume. Prices show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: American cut, 8 oz., 60c. per 
doz. packages; tinned carpet, 8 oz., 60¢c.; 
blue carpet, 8 oz., 65c.; double point, 11 0z., 
36c, 

Wheelbarrows.—Demand is consid- 
ered quite satisfactory. Prices show no 
change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wood stave, fully bolted, $36 
per doz.; No. 1 tubular steel, $6.35 each; 
No. 1 garden, $5.40 each. 

Wire Cloth.—There is a fairly satis- 
factory volume of business still being 


received, although the peak of the re- 


tail demand is probably over. Prices 
remain firm. 
We quote from jobbers’ stocks, f.o.b. 


Twin Cities: Black, 12 x 12 mesh, $2.10 per 
100 sq. ft.; galvanized, $2.40 per 100 sq. ft. 


Wire.—There is a fairly satisfactory 
demand for wire, although the total 
volume is not large. Prices remain as 


last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Barbed wire, 80-rod spools, 
painted cattle, $2.95; galvanized cattle, 
$3.54; painted hog wire, $3.16; galvanized 
hog wire, $3.58; smooth black annealed No. 
9. $330 ner ewt.: smooth galvanized ans 
nealed, No. 9, $3.80. 
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This stove‘is its own-salesman 


When you have the opportunity to carry 
goods that sell themselves, you jump at it, 
don’t you? 

Then let the Florence Oil Cook Stove 


answer quickly and satisfactorily all ques- 
tions your customers can ask about a stove. 


Here are the things that the Florence Oil 
Cook Stove will point out to every person 
who sees it in your store: 
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1—It’seasy tolight. Turn alever. Toucha 
lighted match to the asbestos starting- 
ring and the heat is started. 


2—lIt burns with a clean, hot, blue flame. 





3—lIt gives no smoke or smell. 


4—Its flame is controlled by a simple turn 
of the lever. 





5—tThe flame is close to the cooking. 
6—It bakes, roasts, boils, or fries. 


7—It is simply constructed. There is noth- 
ing to get out of order. 


8—Easy to keep clean. 


9—It burns the lowest-priced fuel—kero- 
sene. 


10—Itis ready to light any time, day or 
night. There is no waste of fuel. 


The white Florence comes in three- and four- 
burner sizes, and the standard blue Florence in 
one-, two-, three-, four-, or five-burner sizes. 

“ Our national advertising is telling people of the 
advantages in having a Florence Stove. Are you 
prepared to profit by it? 

The Florence Portable Oven is for use on any 
oil or gas stove. Improved latch, hinges, and 
door keep all heat inside. It has asbestos inter- 
lined welded grates, glass door, and double heat 
spreader which prevents burning on bottom. 

Write us for prices and further information. 





More Heat 


CENTRAL OIL & GAS STOVE CO. Less Care 


447 School St., Gardner, Mass. 
Note how the heat reaches 


Makers also of Florence Tank Water Heaters and up and is directed close up 
< under the cooking by the 
Florence Oil Heaters powerful 12-inch burner 


Ff LORENCE 


OIL COOK STOVES 
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In the Morning’s Mail 

















Truslow Advertising Manager 
for Western Cartridge 


Neal A. Truslow was appointed ad- 
vertising manager for the Western 
Cartridge Co., East Alton, IIl., effective 
June 1. Mr. Truslow, since 1917, was 
assistant advertising manager for the 
Hercules Powder Co., which position he 
resigned to accept the managership of 
the Western Cartridge advertising de- 
partment. 

Mr. Truslow’s broad merchandising 
training in the ammunition field is espe- 
cially valuable—his experience in pre- 
paring advertising and sales matter de- 
signed to help dealers should prove of 
assistance to the trade. 


Enters Jobbing Field 


The Maxwell Hardware Co. of 
Wichita Falls, Texas, has entered the 
jobbing field. M. D. Fuller, who is 
well known to the trade, will have 
charge of the sales and will also do the 
buying. 

A modern building will be erected to 
take care of the wholesale business, 
which will be separated from the re- 
tail store. 

A full line of shelf and heavy hard- 
ware, house furnishing goods, queens 
and glassware, plumbing goods and 
supplies, mill supplies, oil well supplies, 
hotel equipment and dairy supplies will 
be carried. * 


P. D. Preston Joins Collins Co. 


The Collins Company, Collinsville, 
Conn., announces that it has taken 
charge of the sales of the company, 
instead of handling them through Col- 
lins & Co., New York City, as hereto- 
fore. In this connection P. D. Preston 
has been engaged as manager of do- 
mestic sales. The firm expects to em- 
bark upon an aggressive policy in re- 
gard to the development of domestic 
sales. The business for a number of 
years has been largely of an export 
nature. Facilities are being improved 
at Collinsville, and the firm is in a po- 
sition to take care of a largely in- 
creased business. 

Mr. Preston has a wide acquaintance 
in the hardware trade of this country, 
having been connected with the Sim- 
mons Hardware Co. for a number of 
years as salesman through the South 
and Southwest. Following this he was 
called to the St. Louis house and for 
ten years was secretary of the com- 
pany, having full charge of the pur- 
chasing for all their houses. During 
this time he came in contact with the 
principal manufacturers of hardware 
in the United States, as well as with 


the sales organization of the company 
and their salesmen. 

The export department of the com- 
pany will be handled by J. J. McCor- 
mick, who has for over thirty years 
been connected with the company as 

















whe 


P. D. Preston 





assistant manager of the New York 
office. This office will be continued at 
355 William Street, New York City. 
The company has enjoyed an exten- 
sive export business for a great many 





J. J. McCormick 


years and will continue to be aggressive 
in that department of the business. The 
Collins Company manufactures a va- 
riety of edge tools, such as axes, 
hatchets, picks, mattocks, machetes, etc. 
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Wagner to Handle Laundryette 
Sales Promotion 


The Laundryette Manufacturing Co., 
Cleveland, Ohio, announces the appoint- 
ment of P. C. Wagner, who has taken 
over the Laun-Dry-Ette sales promo- 
tion duties. Mr. Wagner was for some 
time connected with Edw. R. Ladew 
Co., Inc., leather belting manufacturers 
of Cleveland. Later he was connected 
with the Cleveland office of Goodyear 
Tire & Rubber Co. and also with the 
Industrial Association of Cleveland. 


Black & Decker Opens Detroit 
Office 


The Black & Decker Mfg. Co. an- 
nounce the establishment of a new De- 
troit office in the General Motors 
Building. 

C. G. Odell, assistant to the president 
of the company, will use this office as 
his base, in addition to which it will 
provide headquarters for the local De- 
troit representative. 


U. S. Hame Co. Expands 


Announcement has been made that 
the Frazer & Jones saddlery business, 
Syracuse, N. Y., has been purchased 
by the U. S. Hame Co., Buffalo, N. Y. 
The new owners shall continue to manu- 
facture such saddlery goods as the 
Frazer & Jones Company has been mak- 
ing, and will market the same in con- 
nection with the Ushco brand of hames 
and hame trimmings. 


McCabe Heads St. Louis Branch 


J. W. McCabe has been appointed 
manager of the St. Louis branch of 
the Chicago Pneumatic Tool Co. He 
has been connected with the company 
for twenty years and has just returned 
from a three years’ trip around the 
world for it. : 





Clark Returns from Orient 


W. P. Clark, president Clark Tool 
Works, Inc., Belmont, N. Y., has re- 
turned from a five months’ sojourn in 
the Philippine Islands in the interests 
of the Insular Lumber Co. of New 
York, of which he is also president. 


McConnell on Western Trip 


D. A. McConnell, president of the 
Klaxon Company, Newark, N. J., is 
making an extensive trip throughout 
the country, calling on Klaxon dis- 
tributors in the South, Middle West 
and on the Pacific Coast. 
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Fora Record Year of whee 








In this year of building activity dealers in prepared 
roofing must choose more carefully than ever before, 
to avoid products that are inferior in quality and 
workmanship. For permanent business and permanent 
profits depend entirely upon the permanent satisfac- 
tion of users. 


The Richardson Company enters the summer of 
1922 with the product, the organization and the deter- 
mination to insure this satisfaction—to increase busi- 
ness for Flex-a-Tile dealers and to build solid customer 
good will. 





Richardson has plant capacity to insure uniformly 
skilled workmanship without sacrificing prompt 
deliveries or economical production. 


Richardson has in the field a strong, well-trained 
force of men, with the same determination to serve 
both the dealer and the buying public. 


Richardson has a line of products covering every 
roofing need—everywhere. This line includes asphalt 
shingles in many styles, shingle roll and slate roll 
roofing, smooth-surface roll roofing, Richardson Wall 
Board, Viskalt Membrane roofs for flat areas, Viskalt 


Melrose Park, Chicago, Ill. 


fi one 
twowviouaL 
SHINGLES 


Flex-a-Tile has behind it more than 50 years of 
skilled manufacture of felt, the base that gives fine 
roofing its strength and durability. Richardson felt 
is as uniformly well made, as dependable, today as it 
was when the first pound was manufactured in 1868. 


Richardson has its own asphalt refineries, assuring 
a grade of scientifically blended asphalt that gives 
Flex-a-Tile its unusual weather resisting qualities. 


Richardson has its own slate quarries, yielding an 
inexhaustible supply of the handsome surfacing that 
has always marked Flex-a-Tile House-Tops. 


~ EE 


roduct 


Compound in various forms for waterproofing, Viskalt 
Saniflex for sound-deadening and insulating. 


Richardson is backing this combination of product 
and manufacturing capacity with a strong newspaper 
campaign over the signature of its dealers—a cam- 
paign that will bring the Flex-a-Tile name and line 
before millions of possible buyers. 


You too, can profit by this determination to make 
1922 a Flex-a-Tile year. Write for further infor- 
mation regarding Richardson Products and _ their 
possibilities in your district. 


Address Dept. H 


CYke RICHARDSON COMPANY 


Lockland (Cincinnati) Ohio 


New Orleans, La. 
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Notes of the Retail Hardware Trade 

















JERSEYVILLE, ILL.—C. C. Payne has 
become a member of the firm of the 
English Slayton Co., Inc. 

PAWNEE, ILL.—The Pawnee Lumber 
& Hardware Co. has been incorporated 
as successor to the Thomas Baker Lum- 
ber Co. The capital stock is $50,000, 
and the lines handled include automo- 
bile accessories barn equipment, bicy- 
cles, builders’ hardware, building paper, 
cutlery, dairy supplies, electrical house- 
hold specialties, flashlights, fishing 
tackle, garage hardware, guns and am- 
munition, hammocks and tents, heating 
stoves, kitchen housefurnishings, lino- 
leum and oil cloth, paints, oils, var- 
nishes and glass, poultry supplies, pre- 
pared roofing, shelf hardware, silver- 
ware, sporting goods, stoves and ranges, 
washing machines and wheel toys. 

PORTLAND, IND.—The Schramm Hard- 
ware Co., in business at Ansonia, Ohio, 
will, about July 1, locate in Portland 
and take over the stock of Davis & 
Roberts. Catalogs requested on a gen- 
eral line of hardware and stoves. 


RICHLAND, IND.—The stock of Wil- 
liam Herman was recently demaged by 
fire. Temporary quarters have ‘been 
secured and business continued until a 
new building, now being erected, is 
ready for occupancy in the fall. Cata- 
logs requested on a general line of hard- 
ware. 

WINSLOW, IND.—The Winslow Hard- 
ware Co. has succeeded to the business 
of D. L. Goodloe. -The concern’s stock 
comprises the following: Bathroom 
fixtures, bicycles, builders’ hardware, 
building paper, churns, cream separa- 
tors, cutlery, dairy supplies, dynamite, 
electrical household specialties, elec- 
trical supplies and equipment, farm im- 
plements, flashlights, fishing tackle, 
furnaces, guns and ammunition, har- 
ness, heating stoves, heavy hardware, 
home barbers’ supplies, insecticides, 
kitchen cabinets, kitchen housefurnish- 
ings, linoleum and oil cloth, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, phonographs, pre- 
pared roofing, pumps, refrigerators, 
shelf hardware, silverware, sporting 
goods, stoves and ranges, tin shop, 
washing machines and wheel toys. 

PRAIRIE CiTy, Iowa.—The Little & 
Gill Hardware Co. has made several im- 
provements in its store, and has in- 
stalled new wall and floor show cases. 
Catalogs requested on a general line 
of hardware, electrical goods, stoves, 
ete. 

MOLINE, KAN.—The Dresser & Wood- 
man Hardware has_ succeeded _ to 
the business of Tilton & Tilton. 

ATHENS, MicH —Mills & Swain are 
successors to E. C. Seaton. The new 
owners request catalogs on the follow- 
ing: Builders’ hardware, churns, cut- 
lery, farm implements, flashlights, fish- 
ing tackle, guns and ammunition, har- 
ness, heating stoves, heavy hardware, 
kitchen housefurnishings, lubricating 


oils, paints, oils, varnishes and glass, 
prepared roofing, shelf hardware, silver- 
ware, stoves, ranges and washing ma- 
chines. 

WaHoo, Nes.—Stratton & Hanson 





have disposed of their stock to the 
Stratton Hardware Co., consisting of 
automobile tires, barn equipment, bath- 
room fixtures, belting and packing, 
bicycles, builders’ hardware, churns, 
cream separators, cutlery, dairy sup- 
plies, dynamite, electrical household 
specialties, flashlights, fishing tackle, 
furnaces, garage hardware, gasoline, 
guns and ammunition, heating stoves, 
incubators, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
poultry supplies, refrigerators, shelf 


hardware, sporting goods, _ stoves, 
ranges and washing machines. 
EScANABA, MicH. — The Athletic 


Shop, 1001 Ludington Street, has com- 
menced business here, and requests 
catalogs on flashlights, fishing tackle, 
guns and ammunition, hammocks and 
tents, sporting goods, and toys and 
games. 

CaNpborR, N..Y.—The stock of Heath 
& LaGrange has been purchased by 
LaGrange & Holly, consisting of auto- 
mobile accessories, automobile tires, 
barn equipment, bathroom fixtures, 
belting and packing, builders’ hardware, 
building paper, churns, cream sepa- 
rators, crockery and glassware, cutlery, 
dairy supplies, dynamite, electrical 
household specialties, electrical supplies 
and equipment, farm implements, flash- 
lights, fishing tackle, furnaces, garage 
hardware, gasoline engines, guns and 
ammunition, hammocks and tents, har- 
ness, heating stoves, heavy hardware, 
home barbers’ supplies, incubators, in- 
secticides, kitchen cabinets, kitchen 
housefurnishings, linoleum and oil cloth, 
lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, poultry sup- 
plies, prepared roofing, pumps, sewing 
machines, shelf hardware, silverware, 
sporting ‘goods, stoves and ranges, tin 
shop and washing machines. 

EumiraA, N. Y.—L. Nagler & Son, 
667 Lake ‘Street, have bought the Nag- 
ler & Luxenberg hardware business. 
A stock of furniture, stoves and lino- 
leum has been added. 

GOUVERNEUR, N. Y.—Edwin C. Leahy, 
2 Church Street, doing both a whole- 
sale and retail business, is the new 
owner of the R. W. Bush Hardware 
Co. stock, comprising automobile acces- 
sories, barn equipment, bathroom fix- 
tures, belting and packing, builders’ 
hardware, building paper, churns, cut- 
lery, dairy supplies, dynamite, elec- 
trical household specialties, flashlights, 
fishing tackle, garage hardware, gaso- 
line, guns and ammunition, heating 
stoves, heavy hardware, insecticides, 
kitchen housefurnishings, lubricating 
oils, mechanics’ tools, plumbing depart- 
ment, poultry supplies, prepared roof- 
ing, pumps, refrigerators, shelf hard- 
ware, silverware, sporting goods, stoves 
and ranges, tin shop and washing ma- 
chines. 

LAKE Ptacip, N. Y.—The Lake Placid 
Hardware Co., Inc., has bought the 
hardware business of Frank G. Walton. 
The new firm consists of Carl Strobel, 
Luke Perkins and William Hovey. A 
stock of the following is carried: Barn 
equipment, bathroom fixtures, belting 
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and packing, bicycles, builders’ hard- 
ware, building paper, cream separators, 
crockery and glassware, cutlery, dyna- 
mite, electrical household specialties, 
electrical supplies and equipment, farm 
implements, flashlights, fishing tackle, 
furnaces, garage hardware, guns and 
ammunition, hammocks and tents, har- 
ness, heating stoves, heavy hardware, 
kitchen cabinets, kitchen housefurnish- 
ings, linoleum and oil cloth, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing department, 
prepared roofing, pumps, refrigerators, 
sewing machines, shelf hardware, silver- 
ware, sporting goods, stoves and ranges, 
tin shop, washing machines and wheel 
toys. 


Port Dickinson, N. Y.—The Robert- 
son’s Variety Store has been opened at 
782 Chenango Street, where a complete 
stock of the following is carried: Auto- 
mobile accessories, automobile tires, 
bathroom fixtures, builders’ hardware, 
building paper, crockery and glassware, 
cutlery, electrical household specialties, 
electrical supplies and equipment, flash- 
lights, fishing tackle, garage hardware, 
insecticides, kitchen housefurnishings, 
and oil cloth, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, prepared roofing, refrigera- 
tors, shelf hardware, sporting goods 
and wheel toys. The concern also oper- 
ates a branch store at Binghamton. 


SHERBURNE, N. Y.—T. H. Hoxie has 
ate ag to the business of Mettler & 
oxie. 


East Aurora, N. Y.—The East 
Aurora Hardware Co. will open a hard- 
ware store with a plumbing and tinning 
shop about September 1. A new build- 
ing is now being erected for the firm. 
Catalogs and price lists requested on a 
general line of hardware and plumbing 
goods. 

YOUNGSTOWN, OHIO.—The Estate of 
T. J. Lawlor has moved to a new loca- 
tion at Federal and Holmes streets. 
The lines handled include cutlery, elec- 
trical household specialties, furnaces, 
heating stoves, home barbers’ supplies, 
kitchen housefurnishings, prepared 
roofing, refrigerators, shelf hardware, 
silverware, sporting goods, _ stoves, 
ranges and tin shop. 


BrowNwoop, TeEx.—The Austin-Mor- 
ris Co., successor to the Austin-Hall 
Hardware Co., has increased its capital 
stock. The concern’s business is both 
wholesale and retail. 


SHERMAN, TEX.—Waldrop & Shearer 
have commenced business at North Side 
Square, dealing in bicycles, builders’ 
hardware, churns, crockery and glass- 
ware, cutlery, dairy supplies, electrical 
household specialties; farm implements. 
flashlights fishing tackle, garage hard- 
ware, guns and ammunition, hammocks 
and tents, harness, heating stoves, 
heavy hardware, kitchen housefurnish- 
ings, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, poultry 
supplies, refrigerators, shelf hardware, 
silverware, sporting goods, _ stoves, 
ranges and wheel toys. 
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The live hardware 
dealer says: 


‘‘T’m Elected! 





GOOD LUCK 
Jar Rubbers 
are made by 


BOSTON 
WOVEN HOSE & 
RUBBER CoO. 
Cambridge, Mass. 


Makers of BULL DOG, 
MILO and GOOD LUCK 
Brands of Standardized 
Garden Hose. 





“‘T’ve talked so much about GOOD 
LUCK jar rings that the folks around 
here think I’m a regular canning ex- 
pert, and I have been asked to judge 
the home canning at the County Fair 
next September. 


“The fact is I know just two things 
about canning: one is that you’ve 
got to sterilize the stuff in the jar till 
every germ is dead as Julius Caesar 
and then seal up the jar. with a 
GOOD LUCK ring so no live germs 
can get in. 

‘*T said this to the canning teacher in 
our school and she said that was all 
anybody needed to know. 


‘It’s simple to be an expert, after 
all.”’ 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 
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New Klaxon Used on “Cadillac 
61” 


Klaxon 16, the new model just turned 
out by the Klaxon Company is an elec- 
trical motor-driven horn which has been 
especially designed for use on the 
“Cadillac 61.” 





Standard Equipment for “Cadillac 61"—New 
rlaxon 


In mounting the instrument a place 
on the cylinder block directly in back 
of the fan is chosen. It is secured by 
two large cap screws. 

In many respects the new Klaxon is 
peculiarly well adapted. Adjustment 
is made rigid by the two adjusting lock 
nuts on either side of the motor, which 
arrangement the makers claim to be 
guarantee against rattling ttouble. 
No amount of jarring will shake the 
parts loose it is claimed. At the same 
time any wear, which is- inevitable 
after continued use, may be readjusted 
by a simple turn of the lock nuts. 

The shaft of the motor armature re- 
volves on ball bearings at both ends. 
When contact is made the motor starts 
instantly with the current. Brushes 
are self-lubricating and equipped with 
long springs. All vital parts are un- 
covered when the back shell is removed, 
facilitating the cleaning process. 

A powerful, high-pitched note rever- 
berates from the new Klaxon. It is now 
the standard equipment on the “Cadil- 
lac 61.” 


Hear All That Is in the Air 

More wonderful day by day grows 
the range of entertainment, recreation 
and information supplied by central 
broadcasting stations in all parts of the 
country. Now that many problems in 
radio broadcasting have been solved, 
the real pleasure and usefulness of 
wireless telephony depends upon a per- 
fected loud speaker. The air brings 
the message, radio will find it, but what 
is most needed now is an instrument to 
tell it. 


Whatever your previous experience 
with radio has been, The Magnavox 
Company of Oakland, Cal., claims that 
a new world of enjoyment and service 
awaits you in the Magnavox Radio. 
Attached to any commercial receiving 
set, they say that the Magnavox Radio 
makes it possible for you to hear all 
that is in the air just as though it were 
being played by your phonograph. 

The Magnavox comes in two arrange- 
ments: one with a 14 inch, the other 
with an 18 inch horn. The instrument 
is constructed on the electro-dynamic 
principle (“the reproducer with the 
movable coil’) making it an efficient 
converter of.electrical energy into sound 
waves. The large type instrument is 





The Magnavozr Radio 

claimed to possess great amplifying 
power, yet requires only .6 of an am- 
pere for the field. 

Such an instrument removes the 
limitation and restriction from the use 
of home radio sets. It makes it pos- 
sible for the entire family to hear what 
the air conveys just as they would 
listen to the phonograph. 


Every Battery Its Own Service 
Station 


Hardware dealers have long sought 
to distribute batteries along with their 
line of accessories. Until now this has 
been an impossibility, simply because 
the hardware dealer lacks the tech- 
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if nical knowledge necessary to the up- 


keep of the batteries. He can sell the 
batteries, but finds himself unable to 
render further service; and good busi- 
ness men do not consider a sale com- 
pleted unless the customer is satisfied 
with his purchase. 

Now it is possible for hardware deal- 

ers to handle a battery, and at the same 
time, offer the requisite service in its 
upkeep. It is called the Magno Round- 
Celi Storage Battery, and is con- 
structed upon a new principle—the re- 
sult of a discovery in electro-chemical 
action. It is a two-volt unit, made 
without the usual grid construction. 
The active material is encased in a 
perforated metal cylinder, which, it is 
_claimed, allows expansion in discharge 
| without strain to the electrode, thus 
preventing the usual buckling and 
shedding. Capacity per electrode is 
25 to 30 amp.-hr. 

Neither positive nor negative elec- 
trode is in any way affected by the 
elements, according to the makers. In 
the Magno, solid metal negative elec- 
trode plates are used. They are con- 
structed from a patented alloy, used 
without special treatment, either chem- 
ical or electrical. There is nothing to 
become oxidized when exposed to the 
air. Light, air or extreme climatic 
conditions have no effect on the new 
battery. 

The Magno may be shipped bone dry 
und hold its charge indefinitely, it is 





Magno Round-Cell Storage Battery 


asserted. To put it into instant ser- 
vice requires only the addition of the 
acid electrolyte. Recharging is sim- 
ple: unscrew the cover, insert the 
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Here’s the Proof! 


It takes a ten-door installation like the one pictured 
above to prove the truth of our oft-repeated statement: 
“There is only one Slidetite.”” For Slidetite is the only 
garage door hardware that is practical for use in openings 
requiring more than six sliding-folding doors. 
























































There are plenty of imitations, of course, but like most 
substitutes they fail to give lasting satisfaction. The 
doors sag, stick and soon become impossible to operate. 


ichards Wilc 


Garage Door Hardware 


Slidetite equipped doors operate successfully in openings up to 





ee 


ft 
LU 


a 30 feet wide. 





























They cannot possibly blow shut, thereby harming 


either automobile or person. The doors operate on a jointless 








track—a slight push is all that is required to open or close them. 





garage door hardware. 


“Slidetite” is the last word in 
Its use 
is a guarantee of satisfaction 
and a builder of prestige for 


Yet they fit the opening snugly and always remain weathertight. 


If you are not already handling the genuine ‘‘Slide- 
tite” it may be quickly obtained from our nearest 
branch. Write today for a copy of Catalog A-22. 


the man who sells or installs it. 


RiCHAROS. 


WILCOX, 


, AURORA, ILLINOIS,U.S.A. 
Minneapolis Chicage New Yor* Cleveland 
Philadelphia Boston St Lous Indianapols 

RICHARDS-WILCOX CANADIAN CO 
Winnipeg LONDON, ONT Moncreal 


¥URORE 
Pam ol aoe 








“Slidetite’” is now being adver- 
tised in publications of national 
circulation. By thus spreading 
the fame of “‘Slidetite’’ we are 
making it easier for you to sell. 
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“spare” electrode, and the full power 
of the battery is available. 

With the Magno it will not be neces- 
sary to suffer the annoyance of re- 
peated and indeterminate interruptions 
from dead batteries, it is said. It is 





To recharge: Unscrew cover, remove old 
electrode and insert “spare” 

only necessary to carry a “spare” 

along. The dealer will supply “spares” 

at any time at a negligible price. 

This is a solution, the manufacturers 
hold, to stalled motors, dead bell sys- 
tems, and interrupted radio reports. 
Three two-volt Magno cells connected 
in series give the six volts required 
to comprise the ideal “A” battery 
equipment. Likewise, any number of 
cells may be connected in series to give 
the voltage required for all domestic 
purposes. This product is made by the 
Magno Storage Battery Corporation, 
Aeolian Building, New York City. 


A Complete Electrical Conver- 
sion Specialties Line 

For a number of years Harvey Hub- 
bell, Inc., of Bridgeport, Conn., have 
manufactured—in addition to their 
regular line of electric wiring devices, 
such as_ sockets, flush receptacles, 
switches, etc.—a number of current 
taps, twin sockets, cord connectors and 
other devices known as “Conversion 
Specialties.” A Hubbell current tap, 
or Te-Tap as it is now called, could be 
screwed into an ordinary light socket, 
and provided a side outlet with two Te- 
shaped slots, as well as a standard 
socket outlet at the bottom to receive 
the bulb. 

This side outlet with its Te-shaped 
apertures, or Te-Slots as they are now 
called, receives the blade of any stand- 
ard separable attachment cap, thereby 
making it possible to connect lamp, 
toaster, percolator, vacuum cleaner, fan 
or any other appliance by merely push- 
ing the cap blades into the side outlet 
provided. Some months ago it was de- 
cided that certain devices, since they 
require no knowledge of electricity on 
the part of anyone installing them, 
could be sold directly to the public, in 
hardware stores. It was recognized, 
however, that the hardware merchant 
should not be called upon to study a 
complete line of electrical devices, nor 
to stock up with the usual large quan- 
tities of cord connectors, signal lights, 
Te-Taps, etc., which he might be called 
upon to¢supply. 

From among the large number of 
“Conversion Specialties” manufactured 
in brass, porcelain, and composition, ten 
standard devices were selected, special 
patterns were designed for each device, 
and an assortment comprising thirty 
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pieces was packed in a strong, four- 
color counter display container. This 
container is so designed as to com- 
prise demonstration, display, sales and 
advertising—in a space practically a 
foot square. Each device is illustrated 
and its proper use shown by small pic- 
tures. Practically no explaining is 
necessary, as full directions are ob- 
tained on each package. 

Furthermore, on the back of the con- 
tainer, visible only to the clerk behind 
the counter, is a complete list of the de- 
vices, together with suggestions for 
their various uses. Thus, if a customer 
selects a Te-Tap No. 1, the clerk finds 
a suggestion on the back of the con- 
tainer that two or more of these de- 





Hubbell Te-Top-Ten Carton 


vices should be purchased for various 
uses in the dining room in order that 
all lights on a chandelier used for power 
purposes may hang even. 

The Hubbell Te-Tap-Ten provides the 
hardware dealer with a complete line 
of readily saleable electrical devices, 
requiring practically no sales effort on 
the part of himself or his assistant, and 
involving only a small outlay without 
heavy investment for “shelf goods.” 
The Hubbell company will also give the 
dealer two-color circulars imprinted 
with his name for class distribution or 
enclosure with his mail. 


Gage for Setting Valye Tappets 
Every car owner, as well as every 
mechanic who is able to set tappets can 
own the new popular priced feeler gage 
manufactured by the Goodell-Pratt 
Co., Greenfield, Mass. This gage is 
particularly adapted to the needs of the 
motor car owner for setting valve tap- 
pets, timer and spark plug joints. It 





Feeler Gage for Car Owners and Mechanics 


has six leaves, 0.002, 0.003, 0.004, 0.005, 
0.010 and 0.015 inch thick, making pos- 
sible in combination all thicknesses by 
thousandths from 0.002 to 0.039 (ex- 
cept 0.038). 
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Leaves are 2% in. long by % in. 
wide. They are held together by a 
screw and nut which are readily re- 
movable for inserting or replacing 
leaves. The leaves not in use form the 
handle. 


New Type Hercules Spark Plug 


The Eclipse Mfg. Co., Indianapolis, 
Ind., makes announcement of the new 
Mogul Type Hercules Spark Plug. In 
designing this new model the manu- 
facturers have sought to improve ap- 
pearance, reduce weight and size, and 
at the same time secure a functioning 
that would meet the varied conditions 
of heat, oil and high compressions, 
which have hampered the proper opera- 
tion of plugs in recent years. 

The Mogul averages about three 
inches over-all length, is heavy and 
stocky in appearance and finished in 
gun metal and nickel. The insulator is 
oversize and the porcelain shoulder of 
heavy thickness. It is assembled within 
the shell against large compression 
gasket forming seat protected from 
compression pound or direct explosion 
contact. An inner shoulder near the 
top of the gland nut engages the upper 
porcelain shoulder, seating against a 
series of soft copper gaskets, affording 
free turning surface, which, it is 
claimed, will prevent tearing of lower 
gaskets or breaking of compression 
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Mogul Type Hercules Spark Plug 


seat. The baffled or semi-enclosed base 
holds back oil spray, soot and carbon 
which often cause shorting, and also 
protects the insulator itself from direct 
contact with explosion flame or com- 
pression pound. The center stem is of 
solid alloy shouldered into the insulator 
against spring veronarwasher. Ground 
wires are brought to a knife edge, giv- 
ing a concentrated blue spark, and it 
is claimed, insures uniform combustion 
and burns away carbon or oil. 


New Wodak Catalog 


The Wodak Electrical Tool Corp., 
23-27 South Jefferson St., Chicago, are 
distributing a handy illustrated cata- 
log, entitled “Electric Drill Facts,” 
which has recently come from the press. 
It includes information comparative of 
the old and the new methods in drill- 
ing, reaming, wood-boring, polishing, 
buffing and setting nuts on bolts. 


Reading matter continued on page 100 
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They're Time Savers 
That's why they sell 


’ ‘O show OFF’N’ON 
Chains to a customer 
means a sale. 


He sees the big features 
at once: the positive lock 
__the simple slip-on link. 


No more lost chains—no 





more lost time changing 
The Positive Lock 


The patented lever lock makes it easy to put them on and 

take them off. It takes up slack, thus saves wear on tires 

and chains®*alike. No lost chains—no loose chains. “NYC > 
OFF’N’ON has a positive locking device. COS t no more. 


cross chains. And yetthey 


Dealers should place their 
fall orders early so that 
jobbers can estimate their 
requirements and protect 
dealers on delivery. Order 
spare cross chains—an 
extra set can be sold with 


every chain. 





The Slip-On Link Write us for circular and price lis: 


The patented slip-on link makes it easy to take off worn- giving the name of your jobber 
out cross chains and put on new ones. A child can do it. = 
OFF’N’ON chains, with these special devices, cost no more. 


PYRENE MANUFACTURING COMPANY 
Makers of Pyrene Fire Extinguishers 
520 Belmont Avenue, Newark, N. J. 
BRANCHES: 


CHICAGO ATLANTA KANSAS CITY SAN FRANCISCO 
17 So. Jefferson Street 24 Nassau Street 1712 Grand Avenue 977 Mission Street 
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Portable electric drills from 3/16 in. 
to % in. inclusive are described in de- 
tail, both in construction and methods 
of operation. Each drill is illustrated 
assembled. In similar manner combi- 
nation grinders and buffers are de- 
scribed and illustrated. 


Washing Action Produced by 
Water Alone 


Featuring the new principle of wash- 
ing clothes by water action alone, the 
Maytag Company, Newton, Iowa, is 
distributing a washing machine known 
as the Maytag Gyrafoam Washer. A 
positive washing action produced en- 
tirely by the agitation of the water, 
it is thought, makes for fast and thor- 
ough washing without working injury 
upon the fabrics. 

Gyrating currents of foaming water 
agitated into turbulent action by the 
motion of the gyratator are the exclu- 
sive cleansing agents. The washer is 


of especially attractive design and con- 
venient shape, occupying a minimum 
of space. 


Maytag Gyrafoam Washer 


The tub of the Maytag Gyrafoam 
Washer is entirely cast aluminum, said 
to be a deterrant against leaking, 
warping or corrosion. Its construction 
makes it both light and durable. It 
is equipped with the Maytag all-metal 
divided wringer. Motive power is left 
optional with the purchaser; he is al- 
lowed a choice between an electric mo- 
tor, belt power or built-in gasoline 
engine. 


Electrician’s Tongue Chisel and 
Nail Cutter 


In seeking for a tool that would com- 
bine both strength and cutting quali- 
ties, C. Drew & Co., Kingston, Mass., 
developed a tongue chisel which can be 
driven in between hardwood matched 
floor boards without leaving injuries to 
the floor, it is claimed. It is extremely 
thin so as to avoid injury to the floor, 
but is, at the same time, strong enough 
to withstand hard usage. In the de- 
sign and manufacture of this tool the 
makers sought to combine the practical 
thinness of the putty knife, the cutting 
qualities of the wood chisel and the 
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toughness of the cold chisel. It is made 
from tool steel and tempered. 

The main features of the electrician’s 
nail cutter are thinness and strength. 
It is not as thin as the tongue chisel, 

















Electrician’s 
Tongue Chisel 











Electrician’s 
Nail Cutter 


but considerably thinner than the aver- 
age carpenter’s floor chisel. It is said 
to permit cutting off nails in a hard- 
wood floor where a floor chisel could 
not be used. It has a knob on the 
handle to permit driving out after it 
is wedged in under a board. Some of 
them are made with an offset at the 
thick end of the blade so that when used 
to cut out nails at the end of mop- 
boards, the striking end sets out about 
one inch from the wall, protecting the 
wall from hammer marks. The makers 
say that this tool fills a long felt want 
for a high-grade tool that is thin enough 
to be useful and at the same time 
strong enough to be serviceable. 


Small Electric Table Stove 

A new electric stove—for light cook- 
ing—is being distributed by the Stand- 
ard Electric Sales Co., 105 W. Monroe 
St., Chicago, Il. 

Known as the Allmur Grill, this stove 
fries, boils, and toasts. It is made from 
heavy guage cold roll steel, finished in 
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The Allmur Grul 


nickel. Its equipment consists of two 
substantial frying pans which can be 
used either above or below the heating 
element. These pans are held securely 
in place by the recessed top of the 
grill. The small pan can be utilized 
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as a cover for the large pan when fry- 
ing. Approved heater cord and separ- 
able attachment plugs are used. All 
material is of standard make. The 
Allmur Grills are packed in individual 
boxes and cartons of six. 

The Allmur Grill is made by the All- 
mur Manufacturing Company, Marion, 
Ind. 


Electric Traffic Indicator 


The Hankee signal is an all-electric 
directional traffic indicator, operated 
by an ingenious patented electro motor 
located in the central housing of the 
arrow arm. 

The winding is stationary and no 
contacts or brushes are used; therefore, 
no adjustments or renewals of parts 
are necessary. The ball on the end 
cpposite the arrow housing acts as 
counter balance, permitting the signals 
tc work at any angle and eliminating 
any possibility of the signals dropping 
down through the vibration of the car 
in motion. 

An instantaneous push of a button 
conveniently mounted on the steering 
column lowers the signal, at the same 
time causing a two-candlepower lamp 
inside the arrow housing to light up, 
showing a red light to the rear and a 
white light to the front. A second short 
push of the same button brings the sig- 
nal back into normal position. No cur- 
rent is used by the motor either when 


Hankee Signal Installed 


at rest or when in the signalling posi- 
tion. There is, therefore, no drain on 
battery. The current used is only about 
12 amperes for the second or so that 
the button is pushed. 

The signals are visible for a great 
distance from the front as well as from 
the rear. They are visible day and 
night. They operate in clear view of 
the driver and are located where other 
drivers are in the habit of watching for 
the old-fashioned hand signal, away 
from mud and dirt. Dust or snow does 
not render them invisible. 

They are installed like a spot light, 
all wiring is under the dash board. 
There is no exposed mechanism under 
the car, no mechanical gears or levers 
to get out of order, no box or lantern- 
like contraptions to mar the appearance 
of the car. .They do not rattle. The 
left side signal makes an economical 
parking light. 

Each signal is packed with both open 
and closed car type brackets to fit all 
cars, eliminating the necessity of the 
jobber or dealer carrying a double stock. 

The Hankee signals are marketed by 
the Naser Electric Co. of Minneapolis. 








